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MUCH WORK AHEAD 
FOR NEW YORK MEN 


President Bruns Plans to Bring Edu- 
cational Advantages of City to All 
Country Agents 





PRIZE COMPETITION FEATURE 





Selling Talk Contests Starting Locally 
to Become Big Feature at Next 
Syracuse Convention 





President Bruns, of the New Ycerk 
State Association of Local Insurance 
Agents, has ‘another big idea. He 
sprung it at the conference of officers, 
committee members and county board 
officers, held in Syracuse. In short it 
is that there shall be a new bond estab- 
lished between the company offices and 
the agency force. One doesn’t like to 
call it just an educational campaign be- 
cause that term has been worked to 
death and such so-called campaigns 
have had a high birth rate and infant 
mortality because so many of them 
didnt get “put on” right. But this idea 
of Bruns’s looks healthy from the start; 
it's been planned with proper consid- 
eration for the needs, necessities and 
wishes of all parties, so, it is believed, 
it must succeed. 

Bruns’s plan, if carried ont, would 
mean that the fire and casualty insur- 
ance business in New York State shall 
have its Chautauqua course, or call it, 
if you will, its University Extension 
course. It won’t be made a burden to 
the companies, nor the field men who 
must act as the instructors—“informa- 
tion men” they are termed. 

Put Up to Companies 

This is the letter President Bruns is 
sending to ten leading fire and casualty 
companies in the state. It tells the 
story. 

“There is a growing tendency on the 
part of the local agency force of this 
state to improve their general knowl- 
edge of the business of insurance, and 
a plan has been suggested which we are 
submitting to yon for your consent and 
co-operation, if the details appeal. 

“In practically every community and 
city in this state, there are local boards, 
exchanges or associations of fire and 
casualty agents, who meet at stated in- 
tervals. These meetings are generally 
devoted to discussion of local problems 
and the exchange of personal griev- 
ances. It is the suggestion that these 
meetings be made educational. 

“It is, therefore, requested that your 

(Continued on page 14) 
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Born under the shadow of Jndependence Hall, its office has 

been on the same site for 93 years, during which time it 

has steadfastly upheld the traditions inseparably 
associated with its birthplace. 
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DEPARTMENT BAGS 
ALLEGED- REBATERS 


Evidence Turned Over to District 
Attorney’s Office, Which Says 
It Will Prosecute 








TO GO AFTER INSUREDS, TOO 





George W. Johnston Demands Return 
of Rebates; Gets Them; Gives 
Money to Charity 





Developments have come thick and 
fast in the past week in an attempt to 
stop rebating in life insurance in this 
city. The different steps follow: 

Lyon FEisenstadt and George W. 
Murphy, formerly of the firm of Fisen- 
stadt & Murphy, insurance agents at 68 
William Street, were accused by George 
W. Johnston, of Johnston & Collins Co.., 
general agents of the Travelers, of hav- 
ing given rebates. 

Mr. Johnston wrote to the assured 
and demanded return of the rebates, got 
them and after writing to the Insurance 
Department, turned the money over to 
charity, first canceling the licenses of 
Eisenstadt and Murphy as agents ofthe 
Travelers. 


Evidence Goes to District Attorney 

The Insurance Department had a hear- 
ing, conducted by J. Laverne Wood, 
which was attended by Messrs. Eisen- 
stadt, Murphy, Johnston and several 
assured. As a result of the hearing the 
Insurance Department canceled the 
brokerage license of Eisenstadt, while 
another company—not the Travelers— 


for which Murphy was also licensed as 
agent canceled his contract. 


The Department then turned the evi- 
dence over to the District Attorney’s 
office, which gave the matter publicity 
and announced that Assistant District 
Attorney Waugh would begin an inves- 
tigation of rebating in New York in the 
Tombs Police Court, beginning this 
week. 

Managers After Rebaters 


A number of prominent life insurance 
managers meet at intervals in this city 
to discuss current topics, and a com- 
mittee consisting of Messrs. L. A. Cerf 
(chairman); J. S. Myrick, W. F. Atkin- 
son and Sheppard Homans was recently 
appointed to take up the subject of re- 
bating, and raised among themselves a 
fund of $8,000 for the purpose of running 
down rebaters, and will offer a reward 
for conviction. One of the members who 
attended the lunch at which the rebating 
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purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
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On January 1, 1909, rates were reduced and values increased to full 
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situation came yp said to The Eastern 
Underwriter: 

“Any attempt to show that there is 
more rebating in New York City than 
ever before would be an_ erroneous 
statement of facts. There is rebating 
here as always, but it is against the 
penal code and should be stopped. We 
simply feel that this is as appropriate a 
time as any to stop it; at least, to let 
the insurance fraternity and public 
know that rebating in this city is not 
only an unhealthy, but an illegal prac- 
tice which may land some one in jail.’ 

BRisenstadt is about twenty-twe years 
old, and Murphy is an older man. 


Statement By George W. Johnston 


George W. Johnston said to The East- 
ern, Underwriter this week: 

“Messrs. Eisenstadt and Murphy got 
behind with their accounts and I asked 
to see their card records. On the records 
were some figures in red ink and when 
I asked Hisenstadt what they represent- 
ed he said that they were the rebates. I 
had the cards copied, wrote them letters 
terminating their contracts and pre- 
sented the facts to the Insurance De- 
partment, who summoned those inter- 
ested and had a hearing. 1, thereupon, 
wrote letters to the insured, acquainting 
them with the fact that they had ac- 
cepted rebates and demanded that these 
sums be returned to me. Several sent 
letters and checks by return mail. To 
those who did not answer I sent an- 
other letter and got more checks. These 
checks I cashed and placed the money 
in a safe deposit box and reported to 
the state department what I had done. 
This I did in line with my duty to the 
Travelers and to the State for the pur- 
pose of preparing evidence.” 

Exchange of Letters 

At this point some letters which 
passed between the Johnston & Collins 
Co. and the Department are of interest. 

New York Insurance Department: 

Referring to our conversation with 
reference to the rebate case of Eisen- 
stadt & Murphy I reported to you de- 
tails of our collection from a number 
of insured of the rebates which they 
had received. My objects in demanding 
this money were as follows: 

First—To obtain conclusive evidence. 

Second—As agents of the Travelers, 
with knowledge of the rebates, it was 
cur duty to see that the full premiums 
were paid as required by the law and 
the policies. 

Third—To impress on the receivers 
of the rebates the seriousness of the 
matter, and their culpability. 

Our action had already received the 
approval of the Travelers, and I was 
glad to find ‘that it met with your ap- 
proval also. 

The money as received was placed in 
a special account on our books, and the 
cash preceeds put in an envelope which 
is now in the Safe Deposit Company, 
149 Broadway. We await your instruc- 
tions as to its disposition. 

We submit that this money should not 
be returned to the agents. They re- 


ceived their commissions and gave thein 
away, and are not entitled to receive 
them a second time. Moreover, they are 
not entitled to be thus compensated for 
their own wrong-doing. 

Nor can we pay the money to the 


Travelers, which has already been fully 
paid. 

Nor do we ourselves desire to be in- 
directly the beneficiaries of a fraud. 
The money is tainted and we wish no 
forced gift. 

We desire your permission to zive 
this money to some worthy charity, to 
be selected by me, approved by you 
and voucher to be given you therefor. 
This disposition we should be glad to 
make immediately so that we may be 
in a position to tell both the agents and 
the insured what has actually been done 
with it. Please, therefore, as quickly 
as possible signify your decision and 
oblige, 

GEORGE W. JOHNSTON, 
Johnston & Collins Co. 


Johnston & Collins Co.: 


In reply to your letter of recent date, 
asking my permission to give the money 
collected from a number of insureds as 
rebates given by Hisenstadt & Murpby 
on certain policies of life insurance to 
some worthy charity approved by me, 
will state that the question as to what 
disposition is made of this money is not 
one for me to decide. 


Your co-operation in laying before us’ 


the evidence in this case is appreciated. 
JESSE S. PHILLIPS. 
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tract. Good contracts for up-and-doing 
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DR. ALBERT SEATON 
Vice-Pres. & Med. Dir. 
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all provisions consistent with safe 


THOMAS J. OWENS, Pres. 


CLAUD T. TUCK 
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Jesse §S. Phillips: 

Your letter is received. I infer from 
this that I am at liberty to make such 
disposition of the money recovered 
from the insureds as rebates given by 
Hisenstadt & Murphy as in my judg- 
ment is best. I am, therefore, this day 
sending a check fer $168.23 to a charity 
in connection with the Episcopal Church 
at Granite Springs, Westchester County, 
New York. I trust that this disposition 
will be acceptable to you, as it will cn- 
tirely free us from any imputation of 
desiring to profit by the illegality of the 
rebates. 

Thanking you for your kind expres- 
sion of appreciation as to our laying the 
evidence in this case before you, 

GEORGE W. JOHNSTON. 





INSURANCE RATES TOO LOW 

In an article published in “The Or- 
ganizer,” devoted to the interest of the 
Chicago agency of the Mutua! Life, the 
question is asked, “Why Should Not 
Life Insurance Cost More?” 

The argumert is made that life insur- 
ance companies must pay more for 
rents and supplies, and that taxes are 
greatly in excess to what they were. 
It says that one life insurance com- 
yany which paid $1,100,000 of taxes in 
1914 will pay $3,000,000 in 1919. 








Agencies Producing 
$200,000 and over 
$300,000 and over 
$400,000 and over 





$500,000 and over 

$900,000 and over 
$1,000,000 and over 
$1,500,000 and over 
$2,000,000 and over 
$3,000,000 and over 
$3,500,000 and over 





50 Union Square 





There is room for a few more good men in this growing 
| Agency organization. 


The Guardian Life Insurance 
Company of America 


For a direct Agency connection address 
T. LOUIS HANSEN, Vice-President and Agency Manager 


THE FIGURES SPEAK 


For 


THEMSELVES 


1909 1914 1919 | 


7 18 47 
6 10 38 


3 6 29 
1 1 23 | 
0 1 13 
0 1 12 
0 0 4 
0 0 2 
0 0 2 
0 0 1 








New York, N. Y. 





























FUND TO STOP REBATING 





Fourteen New York Managers Meet and 
Raise $8,000 to Eliminate Rebating; 
Agents to Help 





On November 11, 1919, a number of 
the leading managers of New York City 
met together at the Lawyers Club ta 
discuss what could be done to eliminate 
the evil of rebating. They unanimously 
adopted a report of a committee to 
which the matter had been referred, and 
before leaving the luncheon an under- 
writing fund of $8,000 was subscribed 
by seventeen managers to be used in 
accordance with the provisions of the 
report. 

These managers feel that their action 
is largely a personal one, but that the 
question is so vital to the insurance in- 
terests of New York that it can perhaps 
be more effectively handled by the ex- 
ecutive committee of the Life Under- 
writers’ Association. However, they 
stand ready to pay $1,000 of their un- 
derwriting fund to any person who fur- 
nishes information leading to the con- 
viction of any agent, or insured, for vio- 
lation of Sec. 89, Article II of the In- 
surance Laws of the State of New York 
or Sec. 577k of the Penal Code go far 
as it relates to life insurance. The 
names of the fourteen managers follow: 
C. B. Knight, J. S. Myrick, L. A. Cerf, 
Sheppard Homans, B. F. Reinmund, T, 
R. Fell, S. S. Voshell, J. R. Robbins, Wim. 
R. Collins, C. J. Edwards, P. F. Huff, 
Ed J. Sisley, W. F. Atkinson, W. EB. 
Gudeon, E. W. Allen, Rogers & Andrews, 
R. L. Jones. 

These managers are recommending 
that every agent be requested to report 
to the secretary of the Life Underwrit- 
ers’ Association of New York any sus- 
picious circumstances of rebating with 
as full details as possible; that those 
agents interested in the elimination of 
rebating underwrite a fund of $2.000 or 
more to be used by the executive com- 
mittee of the Life Underwriters’ Asso- 
ciation in such manner as they elect to 
advertise this program, to obtain evi- 
dence and to prosecute offenders; and, 
as before stated, that $1,000 be offered 
to any person who furnishes informa- 
tion leading to the conviction of any 
agent of the insured for rebate viola- 
tions. 





George H. Gaston, second vice-presi- 
dent of the Metropolitan Life, is cele- 
brating his fortieth anniversary with 
that company. It is also almost ex- 
actly the fortieth anniversary of the 
Leginning of the industria! business of 
the company, the first policy having 
been issued on the life of President 
Knapp on November 17, 1879, a week 
before Mr. Gaston began work. Since 
that time Mr. Gaston’s work has been 
identified with the industrial depart- 
ment in supervising and encouraging 
that work in the Home Office and field; 
he was made secretary in 1890, and since 
1892 has been second vice-president. 
Mr. Gaston has seen wonderful achieve- 
ments about him in these four decades. 
Iie has built up some remarkable 
fiiendships, thousands of agents having 
for him a warm personal attachment. 

* ok ok 


The Mid-Continent Life’s General 
Agency Association has voted to get be- 
hind the movement for an all-insurance 
day to be held on January 3, 1920. 
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MUCH WORK AHEAD 
FOR NEW YORK MEN 


President Bruns Plans to Bring Edu- 
cational Advantages of City to All 
Country Agents 








PRIZE COMPETITION FEATURE 





Selling Talk Contests Starting Locally 
to Become Big Feature at Next 
Syracuse Convention 





President Bruns, of the New Ycerk 
State Association of Local Insurance 
Agents, has another big idea. He 
sprung it at the conference of officers, 
committee members and county board 
officers, held in Syracuse. In short it 
is that there shall be a new bond estab- 
lished between the company offices and 
the agency force. One doesn’t like to 
call it just an educational campaign be- 
cause that term has been worked to 
death and such so-called campaigns 
have had a high birth rate and infant 
mortality because so many of them 
didnt get “put on” right. But this idea 
of Bruns’s looks healthy from the start; 
it's been planned with proper consid- 
eration for the needs, necessities and 
wishes of all parties, so, it is believed, 
it must succeed. 

Bruns’s plan, if carried ont, would 
mean that the fire and casualty insur- 
ance business in New York State shall 
have its Chautauqua course, or call it, 
if you will, its University Extension 
course. It won’t be made a burden to 
the companies, nor the field men who 
must act as the instructors—“informa- 
tion men” they are termed. 

Put Up to Companies 

This is the letter President Bruns is 
sending to ten leading fire and casualty 
companies in the state. It tells the 
story. 

“There is a growing tendency on the 
part of the local agency force of this 
state to improve their general knowl- 
edge of the business of insurance, and 
a plan has been suggested which we are 
submitting to yon for your consent and 
co-operation, if the details appeal. 

“In practically every community and 
city in this state, there are local boards, 
exchanges or associations of fire and 
casualty agents, who meet at stated in- 
tervals. These meetings are generally 
devoted to discussion of local problems 
and the exchange of personal griev- 
ances. It is the suggestion that these 
meetings be made educational. 

“It is, therefore, requested that your 

(Continued on page 14) 
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The Pennsylvania Fire Insurance Co. 


Independence Square PHILADELPHIA 
BRANCH OFFICE, 76 William St., N. Y. CITY 
C. F. SHALLCROSS, President 





Writes all customary forms of Fire Insurance 





Born under the shadow of Independence Hall, its office has 
been on the same site for 93 years, during which time it 
has steadfastly upheld the traditions inseparably 

associated with its birthplace. 
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TO GO AFTER INSUREDS, TOO 





George W. Johnston Demands Return 
of Rebates; Gets Them; Gives 
Money to Charity 





Developments have come thick and 
fast in the past week in an attempt to 
stop rebating in life insurance in this 
city. The different steps follow: 

Lyon KEisenstadt and George W. 
Murphy, formerly of the firm of Eisen- 
stadt & Murphy, insurance agents at 68 
William Street, were accused by George 
W. Johnston, of Johnston & Collins Co., 
general agents of the Travelers, of hav- 
ing given rebates. 

Mr. Johnston wrote to the assured 
and demanded return of the rebates, got 
them and after writing to the Insurance 
Department, turned the money over to 
charity, first canceling the licenses of 
Fisenstadt and Murphy as agents of the 
Travelers. 

Evidence Goes to District Attorney 

The Insurance Department had a hear- 
ing, conducted by J. Laverne Wood, 
which was attended by Messrs. EFisen- 
stadt, Murphy, Johnston and several 
assured. As a result of the hearing the 
Insurance Department canceled the 
brokerage license of Eisenstadt, while 
another company—not the Travelers— 
for which Murphy was also licensed as 
agent canceled his contract. 

The Department then turned the evi- 
dence over to the District Attorney’s 
office, which gave the matter publicity 
and announced that Assistant District 
Attorney Waugh would begin an inves- 
tigation of rebating in New York in the 
Tombs Police Court, beginning this 
week. 

Managers After Rebaters 

A number of prominent life insurance 
managers meet at intervals in this city 
to discuss current topics, and a com- 
mittee consisting of Messrs. L. A. Cerf 
(chairman); J. S. Myrick, W. F. Atkin- 
son and Sheppard Homans was recently 
appointed to tuke up the subfect of re- 
hating, and raised among themselves a 
fund of $8,000 for the purpose of running 
down rebaters, and will offer a reward 
for conviction. One of the members who 
attended the lunch at which the rebating 













‘ 







OF 

. Y 4 
y y 
A $ 
i; ps 














THE EASTERN UNDERWRITER 


November 28, 1919 








ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








situation came up said to The Eastern 
Underwriter: 

“Any attempt to show that there is 
more rebating in New York City than 
ever before would be an_ erroneous 
statement of facts. There is rebating 
here as always, but it is against the 
penal code and should be stopped. We 
simply feel that this is as appropriate a 
time as any to stop it; at least, to let 
the insurance fraternity and public 
know that rebating in this city is not 
only an unhealthy, but an illegal prac- 
tice which may land some one in jail.’ 

Risenstadt is about twenty-twe years 
old, and Murphy is an older man. 


Statement By George W. Johnston 


George W. Johnston said to The East- 
ern Underwriter this week: 

“Messrs. Eisenstadt and Murphy got 
behind with their accounts and I asked 
to see their card records. On the records 
were some figures in red ink and when 
I asked Hisenstadt what they represent- 
ed he said that they were the rebates. I 
had the cards copied, wrote them letters 
terminating their contracts and _ pre- 
sented the facts to the Insurance De- 
partment, who summoned those inter- 
ested and had a hearing. I, thereupon, 
wrote letters to the insured, acquainting 
them with the fact that they had ac- 
cepted rebates and demanded that these 
sums be returned to me. Several sent 
letters and checks by return mail. To 
those who did not answer I sent an- 
other letter and got more checks. These 
checks I cashed and placed the money 
in a safe deposit box and reported to 
the state department what I had done. 
This I did in line with my duty to the 
Travelers and to the State for the pur- 
pose of preparing evidence.” 

Exchange of Letters 

At this point some letters which 
passed between the Johnston & Collins 
Co. and the Department are of interest. 

New York Insurance Department: 

Referring to our conversation with 
reference to the rebate case of Eisen- 
stadt & Murphy I reported to you de- 
tails of our collection from a number 
of insured of the rebates which they 
had received. My objects in demanding 
this money were as follows: 

First—To obtain conclusive evidence. 

Second—As agents of the Travelers, 
with knowledge of the rebates, it was 
cur duty to see that the full premiums 
were paid as required by the law and 
the policies. 

Third—To impress on the receivers 
of the rebates the seriousness of the 
matter, and their culpability. 

Our action had already received the 

approval of the Travelers, and I was 
. glad to find that it met with your ap- 
proval also. 
_ The money as received was placed in 
a special account on our books, and the 
cash preceeds put in an envelope which 
is now in the Safe Deposit Company, 
149 Broadway. We await your instruc- 
tions as to its disposition. 

We submit that this money should not 
be returned to the agents. They re- 
ceived their commissions and gave thein 
away, and are not entitled to receive 
them a second time. Moreover, they are 
not entitled to be thus compensated for 
their own wrong-doing. 

Nor can we pay the money to the 


| $300,000 


| $3,000,000 and 


Travelers, which has already been fully 
paid. 

Nor do we ourselves desire to be in- 
directly. the beneficiaries of a fraud. 
The money is tainted and we wish no 
forced gift. 

We desire your permission to zive 
this money to some worthy charity. to 
be selected by me, approved by you 
and voucher to be given you therefor. 
This disposition we should be glad to 
make immediately so that we may be 
in a position to tell both the agents and 
the insured what has actually been done 
with it. Please, therefore, as quickly 
as possible signify your decision and 
oblige, 

GEORGE W. JOHNSTON, 
Johnston & Collins Co. 


Johnston & Collins Co.: 


In reply to your letter of recent date, 
asking my permission to give the money 
collected from a number of insureds as 
rebates given by Eisenstadt & Murpby 
on certain policies of life insurance to 
some worthy charity approved by me, 
will state that the question as to what 
disposition is made of this money is not 
one for me to decide. 


Your co-operation in laying before us) It says that one life 
pany which paid $1,100,000 of taxes in 


the evidence in this case is appreciated. 
JESSE S. PHILLIPS. 
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Jesse S. Phillips: 

Your letter is received. I infer from 
this that I am at liberty to make such 
disposition of the money recovered 
from the insureds as rebates given by 
Kisenstadt & Murphy as in my judg- 
ment is best. I am, therefore, this day 
sending a check fer $168.23 to a charity 
in connection with the Episcopal Church 
at Granite Springs, Westchester County, 
New York. I trust that this disposition 
will be acceptable to you, as it will cn- 
tirely free us from any imputation of 
desiring to profit by the illegality of the 
rebates. 

Thanking you for your kind expres- 
sion of appreciation as to our laying the 
evidence in this case before you, 

GEORGE W. JOHNSTON. 





INSURANCE RATES TOO LOW 

In an article published in “The Or- 
ganizer,” devoted to the interest of the 
Chicago agency of the Mutua! Life, the 
question is asked, “Why Should Not 
Life Insurance Cost More?” 

The argument is made that life insur- 
ance companies must pav more for 
rents and supplies, and that taxes are 
greatly in excess to what they were. 

insurance com- 
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THE FIGURES SPEAK 
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There is room for a few more good men in this growing 
Agency organization. 


For a direct Agency connection address 
T. LOUIS HANSEN, Vice-President and Agency Manager 
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FUND TO STOP REBATING 





Fourteen New York Managers Meet ang 
Raise $8,000 to Eliminate Rebating; 
Agents to Help 





On November 11, 1919, a number of 
the Jeading managers of New York City 
met together at the Lawyers Club ta 
discuss what could be done to eliminate 
the evil of rebating. They unanimously 
adopted a report of a committee to 
which the matter had been referred, and 
before leaving the luncheon an under. 
writing fund of $8,000 was subscribed 
by seventeen managers to be used in 
accordance with the provisions of the 
report. 

These managers feel that their action 
is largely a personal one, but that tha 
question is 80 vital to the insurance in- 
terests of New York that it can perhaps 
be more effectively handled by the ex. 
ecutive committee of the Life Under- 
writers’ Association. However, they 
stand ready to pay $1,000 of their un- 
derwriting fund to any person who fur- 
nishes information leading to the con- 
viction of any agent, or insured, for vio- 
lation of Sec. 89, Article II of the In- 
surance Laws of the State of New York 
or Sec. 577k of the Penal Code go far 
as it relates to life insurance. The 
names of the fourteen managers follow: 
C. B. Knight, J. S. Myrick, L. A. Cerf, 
Sheppard Homans, B. F. Reinmund, T. 
R. Fell, S. S. Voshell, J. R. Robbins, Wim, 
R. Collins, C. J. Edwards, FP. F. Huff, 
Ed J. Sisley, W. F. Atkinson, W. E. 
Gudeon, E. W. Allen, Rogers & Andrews, 
R. L. Jones, 

These managers ara recommending 
that every agent be requested to report 
to the secretary of the Life Underwrit- 
ers’ Association of New York any sus- 
picious circumstances of rebating with 
as full details as possible; that those 
agents interested in the elimination of 
rebating underwrite a fund of $2.000 or 
more to be used by the executive com- 
mittee of the Life Underwriters’ Asso- 
ciation in such manner as they elect to 
advertise this program, to obtain evi- 
dence and to prosecute offenders; and, 
as before stated, that $1,000 be offered 
to any person who furnishes informa- 
tion leading to the conviction of any 
agent of the insured for rebate viola- 
tions. 





George H. Gaston, second vice-presi- 
dent of the Metropolitan Life, is cele- 
brating his fortieth anniversary with 
that company. It is also almost ex- 
actly the fortieth anniversary of the 
Leginning of the industria! business of 
the company, the first policy having 
been issued on the life of President 
Knapp on November 17, 1879, a week 
before Mr. Gaston began work. Since 
that time Mr. Gaston’s work has been 
identified with the industrial depart- 
ment in supervising and encouraging 
that work in the Home Office and field; 
he was made secretary in 1890, and since 
1892 has been second vice-president. 
Mr. Gaston has seen wonderful achieve- 
ments about him in these four decades. 
Iie has built up some remarkable 
friendships, thousands of agents having 
for him a warm personal attachment. 

a * 


The Mid-Continent Life’s General 
Agency Association has voted to get be- 
hind the movement for an all-insuranceé 
day to be held on January 3, 1920. 
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Policy Valuation 
Methods Discussed 


ACTUARIES MEET IN CHICAGO 





E. E. Rhodes Expresses Preference For 
Select and Ultimate; Dawson, Moir 
and Others Speak 





Chicago, November 24.—The discus- 
sion of pelicy valuation methods was 
the main feature of the fall meeting 
here of the American fnstitute of Actu- 
aries, and served to bring out the larg- 
est attendance that the Institute has 
had in its ten years of existence. The 
discussion, “In the Light of the New 
American Men Mortality Table Is It 
Possible to Devise a Method of Valua- 
tion Which Will Provide Necessary Ex- 
pense Margins. and Which Has Any 
Advantages Over the Methceds Now in 
Use?” was led by E. E. Rhodes, of the 
Mutual Benefit. Mr. Rhodes expressed 
his preference for the select and ulti- 
mate principle, although not condemn- 
ing the latter. He heads the commit- 
tee of Eastern companies appointed to 
confer with a committee of the Ameri- 
ean Life Convention in an effort to 
agree upon a basis which will be satis- 
factory to all. The conference will be 
held next month. Mr. Rhodes said: 

Discusses Elizur Wright 


“Every life insurance student is fa- 
miliar with the history of Elizur 


Wright’s fight to establish in this coun- 
try the principle of net valuation. His 
unwavering insistence was that in com- 
puting policy liabilities no credit should 
be taken for policyholders’ expected 
tuture contributions to expense. In 
his calenlations he used the prospec- 
tive method of computing reserves, and 
as he adopted the Actuaries’ Table of 
Mortality, which was an aggregate 
table. and derived his single premiums, 
annual premiums and annuity values 
therefrom he had what has come to be 
known as the ordinary net level pre- 
mium system of valuation. In_ the 
course of time the Actuaries’ Table, 
which, as I have said, was an aggre- 
gate table, has been discarded, and the 
American Experience Table, which is 
now generally regarded as an ultimate 
tuble, has taken its place. To the ex- 
tent that the American Table is an 
ultimate and not an aggregate table, 
we have departed in a measure from 
Elizur Wright’s conception. Whether 
the ordinary net level premium reserves 
by the American Table, with which we 
are all familiar, are really entitled to 
that nomenclature depends entirely 
upon whether the American Table is 
un aggregate or an ultimate table. 
That it is an ultimate table is now, in 
my opinion, well established. 

“If we take the American Table and 
supply rates of mortality which will 
represent the effect of selection in the 
early years, and which are so chosen 
that they will run into the mortality 
rates of the American Table at the 
time that the effects of selection may 
be assumed to have vanished, we will 
then have what may be called a com- 
Plete mortality table, from which we 
may ascertain net single premiums, an- 
hual premiums and annuity values. If 
these values are all computed from the 
complete table we have a net level pre- 
mium system of valuation, which would 
be scientifically accurate. It may be ar- 
sued, however, that in ascertaining the 
reserve we are justified in taking the 
net single premium and annuity value 
from the complete table. using both the 
select and ultimate portions, and in 
taking the net annual premium from 
the ultimate part of the table alone. 
The justification for this course is 
that we base the contract premium 
upon the ult*mate portion of the table. 
rn a combination gives what has be- 
“ome known as the select and ultimate 
Hon pee of valuation. In as much as the 

annual premium based on the ulti- 
mate portion of table is larger than 


the net annual premium based on the 
celect and ultimate portions, it follows 
that the select and ultimate method 
produces lower reserves. 

“It may be claimed that the select 
and ultimate method does to a certain, 
though limited, extent, partake of the 


nature of a gross premium valuation, 
for the reason that the premium val- 
ued is something more than the net 


premium based on the select as well as 
the ultimate portions of the table. It 
is arguable that the difference between 
the true select net premium, and the 
net premium based on the ultimate 
portion of the table alone, is an addi- 
tional margin for expenses and contin- 
sencies. Having regard to the manner 
in which the gross premium is com- 
vuted, I do not regard the objection as 
. weighty one. In my opinion it is 
much more than offset by the fact that 
the plan takes cognizance of the lower 
death rates prevailing during the select 
period. 

“We are accustomed to considering 
that when the select period has ex- 
pired, the select and ultimate method 
of valution produces the full net level 
premium reserve. It should not be for- 
gotten, however, that if the select. and 
ultimate principle is applied to a com- 
piete table, such as the table r>present- 
ing the experience of the British offices, 
the reserve by the select and ultimate 
method, after the select period has ex- 
pired, is the reserve that would be ar- 
rived at by using the net single pre- 
miums and annuity values based on the 
ultimate portion of the table, and the 
net annual premium also from the ulti- 
mate portion, which is something dif- 
ferent from the true net annual pre- 
mium at the time the policy is issued. 

English Table Not Likely to Find 

Favor Here 

“When the select and ultimate plan 

fas first proposed, we did not have in 
this country a select table of mortality, 
end it was necessary to modify the 
death rates shown in the American 
Experience Table by certain arbitrary 
percentages. We now have a select 


table of mortality, but in my opinion 
it would be unwise to adopt the new 
table as a legal reserve standard. Mr. 
Dawson has proposed that the British 
Offices Whole Life Aggregate Table, 
Males, (1863-1893) be so adopted, and 
that the select and ultimate principle 
be applied thereto. T am not in favor 
of this suggestion. In the first place, 
it is an English table, and as such, 
whether rightly or wrongly, it is not 
likely to find favor in this country. In 
the second place, the practical difficul- 
ties which would be met in securing a 
change are such that they should not 
he faced except in case of dire neces- 


sity. Fortunately, it is not necessary. 
The American Experience Table can 
well be retained as the standard, but 


in the light of the new mortality table, 
an extension of the select period, and 
the adoption of new percentages can 
easily be justified. 

“Under the conditions which prevail- 
ed for several vears after Mr. Wright 
won his battle, it was possible for life 
insurance companies to be organized 
and developed with a strict adherence 
to his valuation formulae, even when 
applied to the American Table. In those 
days business could be procured cheap- 
ly. Later on it became necessary, in 
order to attract and retain men of char- 
acter and ability in the agency work, 
to increase their compensation to a 
point which harmonized more closely 
with the incomes derived from other 
vocations, and it became impossible 
for a new company with limited capital 
to meet the development expenses and 
establish the reserve liability required 
by Mr. Wright’s formulae. 

“The preliminary term plan has been 
an effective means of meeting the situ- 
ation to which I have referred, but its 
use has engendered much controversy 
and ill-feeling. Under this plan it is 
assumed that the entire first year pre- 
mium is available to meet expenses, 
after providing for the mortality 
‘lve first year, without making any pro- 
vision whatever for reserves. As a re- 


for 


sult the preliminary term reserve for 
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every year after the first is less than 
the ordinary net level premium reserve 
hy the present value of the difference 
between the net premium for the actual 
age at issue, and the next higher age. 
His Objections to Preliminary Term 

“As I see them the objections to the 
preliminary term plan may be summed 
up as follows: 


“1. Except as proposed by Dr. 
Sprague, it is discriminatory. 

“2. Noting the same exception, the 
Plan provides smaller margins for ac- 
quisition expenses for ordinary life 


policies than for other forms. 

“3. It introduces to a greater or less 
extent the principle of gross valuation. 
(This is also true, but to a more lim- 
ited extent, of the select and ultimate 
method.) 

“4. The modified forms in use in this 
country are arbitrary in character and 
therefore undesirable. 

“5. Companies which use the plan 
are required to issue a special form of 
policy, which operates to their disad- 
Vantage, in that it sets them apart, and 
distinguishes them from other com- 
panies. Competing agents are not slow 
to take advantage of this fact. 

“6. The plan provides too large ex- 
}e1se margins for some forms of poli- 
cies, and too small margins for other 
forms. There is a danger therein which 
has to be carefully guarded against. 

“7. The plan is essentially a device 
to provide expense margins. In my 
opinion reserves and expenses have no 
fundamental relation to each other. 

“While the select and ultimate plan 
is not primarily a scheme for providing 
expense margins, it does adjust re- 
serves in accordance with the death 
rate expected during the early policy 
years, and to the extent that such ad- 
justed reserves differ from the regular 


reserves it does, of course, release 
funds for other uses. It may be said 
that the plan is arbitrary in that a 


single set of percentages is used for all 
ages, but this is merely for convenience 
of calculation, and if the percentages 
are conservatively chosen the results 
will not differ materially from those ob- 


tained by the use of the more compli- 
cated plan. By taking the net single 
premiums and the annuity values 
from the complete table, and the 


net annual premiums from the ultimate 
portion of the table, it is possible to 
arrive at reasonable but not burden- 
some reserves, which are consistent 
lor all plans and agea. 

Difficulties Confronting Preliminary 

Term 

“As the matter stands, it will be ex- 
ceedingly difficult, if not impossible, to 
secure the recognition of the prelimi- 
nary term plan in certain states. These 
difficulties do not confront a modifica- 
tion of the select and ultimate plan, 
which, as originally proposed, has been 
adopted by one of these states, and 
practically so by another. 

“I do not regard it as any argument 
egainst the select and ultimate prin- 
ciple that it has not found general fa- 


vor since its adoption in New York. 
The valuation standard in New York 
must be considered in connection with 


the desire, at the time of the insurance 
investigation, to curb the expenses of 
the large and 


well-established com- 
panies doing business in New York. 


The allowance of the full present val- 
ue of the mortality gains would not 
‘ave curbed those companies at all. 
It is not improbable that if the select 
and ultimate principle had been more 
fully adopted by New York the plan 
would have found a wider acceptance. 
Nor do I think that the new mortality 
table condemns the select and ultimate 
principle. It seems to me that the only 
lesson regarding selection which is to 
be drawn from the new table is that 
the effect of selection continues indefi- 
nitely. The American Experience 
Table represents very fairly the ulti- 
mate rates of mortality. It is in some 
respects an arbitrary table, but it has 
served its purpose remarkably well. I 
cannot see any sound reason why se- 
lect rates of mortality should not be 
added to it, thus changing it from an 
(Continued on page 5) 
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| LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















Why all this nonsense 
about life indemnities, 
asks E. C. Budlong, of the 
Bankers Accident, speak- 
ing of what is the best 
health and accident policy. Then he 
goes on to explain his point, saying: 

“Accident and health insurance is 
essentially a temporary disability ben- 
efit. Every claim has its first week-- 
many never run into the second and 
third week; only a few run into long 
periods. Occasionally one runs into 
thirty or forty weeks. One of the larg- 
est companies in America with an in- 
come of five million dollars has had less 
than a dozen claims running into 100 
weeks. Life indemnities mean that an 
extra premium must be paid jor an ex- 
tremely improbable claim which. must 
first exhaust the entire limit of the pol- 
icy before becoming effective. Suppose 
we charge $5 extra for $25 a week for 
life. Put it the other way. How many 
policies could you sell fcr $5 each guar- 
anteeing $25 a week after an entire 
year of disability or after 100 weeks, 
as promised on a Definite policy? 
Wouldn’t it be better to pay that $5 
extra for some benefit that can be de- 
rived during the first ten weeks of dis- 
ability such as Hospital indemnity or 
surgical fees? It seems unnecessary to 
add that life indemnity in connection 
with a house confinement policy is of 
very little value.” 

e* 2- ¢8 


Against 
Life 
Indemnities 


A number of companies are 


Plain Talk issuing statements to their 
About agents about’ dividends. 
Dividends Here is what the Equitable 


Life Assurance Society has 
sent out: Keep clearly in mind the fol- 
lowing fundamental facts: 

Life insurance is a savings and a 
home-protecting institution and not a 
commodity-selling, profit-making unde1- 
taking in the commercial sense. 

The payments made by the insured — 
misnamed premiums—are actually pol- 
icy deposits. These policy deposits and 
savings from all sources must in due 
course be returned to the depositors or 
their beneficiaries minus the cost of 
operation. 

The so-called dividends to policyhold- 
ers are merely the return or refund of 
savings not needed for expenses or for 
protecting policy contracts (just as 
change is returned when the merchant 
finds out the cost of your purchases). 

The surplus is the sum held over and 
above the liabilities, to guard against 
impairment of solvency. 

This surplus is a contingency reserve 
—the safety cushion that absorbs the 
shock of unforeseen losses or financial 
demands due to abnormal ' conditions— 
such as wars, epidemics, possible de- 
preciation of asset values, etc. 

The need of this surplus has been 
amply demonstrated by the recent war 
and influenza-pneumonia epidemic, 
which caused the sudden expenditure 
by life insurance companies of about 
$150,000,000 above the normal. 

The policy reserves (or legal. re- 
serves) which constitute the bulk of the 
assets of the life insurance companies, 
may be described as that sum of money 
which, when increased by future inter- 
est and future premiums, will be suffi- 
cient to pay the outstanding policies of 
the companies as they mature. 

The laws of the various states require 
these reserves and also name the mini- 
mum interest to be earned thereon. 

Life insurance companies are subject- 
ed by law to more rigid state super- 
vision and publicity than any other sav- 
ings or business institutions in the 
United States. They must observe about 
4,500 enactments in the various states. 
the number of outstanding policies 









held by American companies has in- 
creased from 25 million to 50 million in 
ten years. If the assets of the com- 
panies were divided amongst the policy- 
holders, the average cash value of each 
policy outstanding would be in ordi- 
nary companies about $393 and in the 
industrial about $36. 


“Ten years ago Miss 
Georgia Emery of Detroit, 
agent of the Massachu- 
setts Mutual, called upon 
: a young woman, 4 
teacher in a public school, and present- 
ed to her the advantages of life insur- 
ance, urging her to take a long-term 
endowment policy in order to provide 
for the time when her working days 
would be over. The teacher agreed 
with Miss Emery that conservation of 
this kind was wise and signified her 
willingness to devote a certain portion 
of her earnings to this purpose, but, 
when it came to deciding upon the kind 
of policy which she would take, she 
stood out firmly for a ten year endow- 
ment. Miss Emery did her best to 
demonstrate the advantage of a longer 
term, showing how much more insur- 
ance could be purchased by the same 
amount of premium if payments were 
continued over a longer period of years, 
and showing her the greater probability 
of her needing the money in twenty or 
thirty years than in ten years. All her 
arguments were, however, fruitless, and 
a ten year endowment was issued and 
delivered. 

“The other day Miss Emery went once 
more to call upon this teacher, still a 
young woman, still earning, still able to 
pay premiums, and laid before her a 
check for $1,000. Her endowment had 
matured. She did not need the money, 
she wanted it for her old age. Yet here 
it was, to be invested, to be cared 
for during twenty more years. Then 
for the first time she realized that 
Miss Emery had been right. She could 
not undo her error, but she had learned 
not to make it a second time. Although 
ten years older, she took $2,000 twenty 
year endowment. 

“This story brings out a fallacy com- 
mon to young women who are consider- 
ing life insurance, namely that they will 
be old at forty or forty-five,” says the 
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Massachusetts Mutual. “The idea is 
firmly fixed and needs to be combated 
most vigerously if it is to be overcome. 
Real insurance service demands that 
every effort be made to induce women 
to take endowments which will be paid 
when there will be an actual need of 
money. Perhaps the strongest argu- 
ment for this is to show the greater 
amount of monthly income which will 
be available at fifty-five or sixty than 
at forty-five. The prospect may be in- 
fluenced by having her attention called 
to business women she knows who at 
fifty are still as vigorous and as able to 
earn as they were ten years before and 
who have in alt probability years of use- 
fulness and earning still before them. 

“If, in the end, you are unable to make 
the prospect swerve from her desire for 
short term endowment, sell it to her 
with the hope that at the end of the 
term she will be a wiser woman and do 
what Miss Emery’s prospect did. Do 
not be satisfied, however, unless you 
are conscious that you have done all in 
your power not only to render service 
but the best service in the individual 
case.” 

eee 
It isn’t always safe for 
an agent to assume that 
he is going to lose time 
when called upon occa- 
sionally to do something 
not pertaining in any way to the pro- 
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Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
The “contribution plan” of surplus distribution, used al- 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 

“Mutual Life”—known in every household. 


and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 
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34 Nassau Street, New York 
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ducing of life insurance during business 
hours. An agent of the Provident Life 
& Trust favored an old lady friend of 
his by taking her in his car some 
twenty miles to a foreign missionary 
meeting. He knew he would have a 
few “spare” hours on his hands before 
ihe meeting would end and instead of 
subconsciously accusing his friend of 
consuming his time he decided to make 
good use of it. The Company says in its 
Home Office publication: 

“Leaving the old lady at the church, 
he drove along the main street, and 
stopping at a prosperous looking grain 
store, asked to see the proprietor who 
turned out to be seventy at least. From 
him, however, he learned the name of 
the cashier of the bank. Calling at the 
bank, he found the cashier apout to go 
out on an errand, but made an appoint- 
ment with him for the afternoon. His 
next call was upon the proprietor of a 
meat store, but it was only to find that 
he had taken out $10,000 the week be- 
fore. However, striking him at a new 
angle, he so interested him that he ex- 
pressed regret that our long endowment 
had not been presented to him before 
he had taken out his policy and said 
that he was not done buying insurance, 
and that he wanted his next contract in 
the Provident. 

“Meantime an acquaintance of our 
agent’s had come in the store having 
driven over from his home some fifteen 
miles away. ‘The subject of insurance 
was promptly broached and a five thou- 
sand application secured with settle- 
ment. 

“The ice had been broken and our 
agent had some lunch and felt better. 
Keeping his appointment at the bank, 
he secured a $10,000 application from 
the cashier. Then he entered a grocely 
store and made a purchase, engaging 
the grocer in ccnversation which finally 
turned to life insurance and resulted in 
his applying for $2,000. It was now 
four o’clock, time to call for the old 
lady, and bring her home. Some seven 
miles on his way, he stopped at a farm- 
er’s and wrote him for a $3,000. 

“Result of the day’s work $20,000 of 
insurance all settled for. We would 
like to give the agent’s name, but we 
forbear. We haven’t told the whole 
story. He secured in the course of the 
day a handful of good leads which he is 
now following up, and it would not be 
fair to identify either the agent or the 
town where he is still at work.” 





NEXT DINNER: DECEMBER 9 
The Life Underwriters’ Association 
of New York has combined its Novem: 
ber and December meetings, so that the 
next will be held on December 9 at the 
Arkwright Club. 





All coal mine compensation rates in 








Noven 


Poli 


ACTU 


E. E. | 
Sele 


Chic 
sion ¢ 
the m 
here © 
aries, 
est at 
had ir 
discus 
Ameri 
Possik 
tion V 
pense 
Advan 
Use?” 
Mutua 
his pr 
mate 
ing th 
tee of 
confer 
can I 
agree 
factor 
held 1 


“Ev 
miliar 
Wrigh 
try th 
unwal 
puting 
be ta 
tuture 
his ¢: 
tive n 
as he 
Morta 
table, 
annua 
theref 
know} 
mium 
courst 
which 
gate t 
Amer 
now § 
tuble, 
tent | 
ultim: 
we hi 
Blizur 
the or 
by th 
are a 
that 
upon 
an a 
That 
my 0} 

“Tt 
supply 
repre: 
early 
that | 
rates 
time 
be as 
then 
Dlete 
may ¢ 
nual | 
these 
comp] 
mium 
be sei 
gued, 
reser) 
net s' 
from | 
select 
takin; 
the u 
The 
that 
upon 
Such 
come 
methc 
net a) 
mate 









November 28, 1919 


THE EASTERN 


UNDERWRITER 


$ 





Policy Valuation 
Methods Discussed 


ACTUARIES MEET IN CHICAGO 





E. E. Rhodes Expresses Preference For 
Select and Ultimate; Dawson, Moir 
and Others Speak 





Chicago, November 24.—The discus- 
sion of policy valuation methods was 
the main feature of the fall meeting 


here of the American ?nstitute of Actu- 
aries, and served to bring out the larg- 
est attendance that the Institute has 
had in its ten years of existence. The 
discussion, “In the Light of the New 
American Men Mortality Table Is It 
Possible to Devise a Method of Valua- 
tion Which Will Provide Necessary Ex- 
pense Margins, and Which Has Any 
Advantages Over the Metheds Now in 
Use?” was led by E. FE. Rhodes, of the 
Mutual Benefit. Mr. Rhodes expressed 
his preference for the select and ulti- 
mate principle, although not condemn- 
ing the latter. He heads the commit- 
tea of Eastern companies appointed to 
confer with a committee of the Ameri- 
can Life Convention in an effort to 
agree upon a basis which will be satis- 
factory to all. The conference will be 
held next month. Mr. Rhodes said: 
Discusses Elizur Wright 

“Every life insurance student is fa- 
miliar. with the history of Elizur 
Wright's fight to establish in this coun- 
try the principle of net valuation. His 
unwavering insistence was that in com- 
puting policy liabilities no credit should 
be taken for policyholders’ expected 
tuture contributions to expense. In 
his caleulations he used the prospec- 
tive method of computing reserves, and 
as he adopted the Actuaries’ Table of 
Mortality, which was’ an aggregate 
table, and derived his single premiums, 
annual premiums and annuity values 
therefrom he had what has come to be 
known as the ordinary net level pre- 
mium system of valuation. In_ the 
course of time the Actuaries’ Table, 
which, as I have said, was an aggre- 
cate table, has been discarded, and the 
American Experience Table, which is 
now generally regarded as an ultimate 
tuble, has taken its place. To the ex- 
tent that the American Table is an 
ultimate and not an aggregate table, 
we have departed in a measure from 
Elizur Wright’s conception. Whether 
the ordinary net level premium reserves 
by the American Table, with which we 
are all familiar, are really entitled to 
that nomenclature depends entirely 
upon whether the American Table is 
un aggregate or an ultimate table. 
That it is an ultimate table is now, in 
my opinion, well established. 

“If we take the American Table and 
supply rates of mortality which will 
represent the effect of selection in the 
early years, and which are so chosen 
that they will run into the mortality 
rates of the American Table at the 
time that the effects of selection may 
be assumed to have vanished, we will 
then have what may be called a com- 
plete mortality table, from which we 
may ascertain net single premiums, an- 
nual premiums and annuity values. If 
these values are all computed from the 
complete table we have a net level pre- 
mium system of valuation, which would 
be scientifically accurate. It may be ar- 
gued, however, that in ascertaining the 
reserve we are justified in taking the 
net single premium and annuity value 
from the complete table, using both the 
select and ultimate portions, and in 
tuking the net annual premium from 
the ultimate part of the table alone. 
The justification for this course is 
that we base the contract premium 
upon the ult'mate portion of the table. 
“uch a combination gives what las be- 
come known as the select and ultimate 
method of valuation. In as much as the 
net annual premium based on the ulti- 
mate portion of table is larger than 


the net annual premium based on the 
celect and ultimate portions, it follows 
that the select and ultimate method 
produces lower reserves. 

“It may be claimed that the select 
and ultimate method does to a certain, 
though limited, extent, partake of the 
nature of a gross premium valuation, 
for the reason that the premium val- 
ued is something more than the net 
premium based on the select as well as 
the ultimate portions of the table. It 
is arguable that the difference between 
the true select net premium, and the 
net premium based on the ultimate 
portion of the table alone, is an addi- 
tional margin for expenses and contin- 
sencies. Having regard to the manner 
in which the gross premium is com- 
puted, I do not regard the objection as 
1 weighty one. In my opinion it is 
much more than offset by the fact that 
the plan takes cognizance of the lower 
death rates prevailing during the select 
period. 

“We are accustomed to considering 
that when the select period has ex- 
pired, the select and ultimate method 
of valution produces the full net level 
premium reserve. It should not be for- 
gotten, however, that if the select. and 
ultimate principle is applied to a com- 
piete table, such as the table r>present- 
ing the experience of the British offices, 
the reserve by the select and ultimate 
method, after the select period has ex- 
pired, is the reserve that would be ar- 
rived at by using the net single pre- 
miums and annuity values based on the 
ultimate portion of the table, and the 
net. annual premium also from the ulti- 
mate portion, which is something dif- 
ferent from the true net annual pre- 
mium at the time the policy is issued. 

English Table Not Likely to Find 

Favor Here 

“When the select and ultimate plan 
was first proposed, we did not have in 
this country a select table of mortality, 
and it was necessary to modify the 
death rates shown in the American 
Experience Table by certain arbitrary 
percentages. We now have a select 


table of mortality, but in my opinion 
it would be unwise to adopt the new 
table as a legal reserve standard. Mr. 
Dawson has proposed that the British 
Offices Whole Life Aggregate Table, 
Males, (1863-1893) be so adopted, and 
that the select and ultimate principle 
be applied thereto. TI am not in favor 
of this suggestion. In the first place, 
it is an English table, and as such, 
whether rightly or wrongly, it is not 
likely to find favor in this country. In 
the second place, the practical difficul- 
ties which would be met in securing a 
change are such that they should not 
he faced except in case of dire neces- 


sity. Fortunately, it is not necessary. 
The American Experience Table can 


well be retained as the standard, but 
in the light of the new mortality table, 
an extension of the select period, and 
the adoption of new percentages can 
easily be justified. 

“Under the conditions which prevail- 
ed for several vears after Mr. Wright 
won his battle, it was possible for life 
insurance companies to be organized 
and developed with a strict adherence 
to his valuation formulae, even when 
applied to the American Table. In those 
days business could be procured cheap- 
ly. Later on it became necessary, in 
order to attract and retain men of char- 
acter and ability in the agency work, 
to increase their compensation to a 
point which harmonized more closely 
with the incomes derived from other 
vocations, and it became impossible 
for a new company with limited capital 
to meet the development expenses and 
establish the reserve liability required 
by Mr. Wright’s formulae. 

“The preliminary term plan has been 
an effective means of meeting the situ- 
ation to which I have referred, but its 


use has engendered much controversy 
and ill-feeling. Under this plan it is 


assumed that the entire first year pre- 
mium is available to meet expenses, 
after providing for the mortality for 
‘lve first year, without making any pro- 
vision whatever for reserves. As a re- 
sult the preliminary term reserve for 
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every year after the first is less than 
the ordinary net level premium reserve 
hy the present value of the difference 
between the net premium for the actual 
age at issue, and the next higher age. 

His Objections to Preliminary Term 

“As I see them the objections to the 
preliminary term plan may be summed 
up as follows: 

“1. Except as proposed by Dr. 

Sprague, it is discriminatory. 
“2. Noting the same exception, the 
plan provides smaller margins for ac 
quisition expenses for ordinary life 
policies than for other forms. ; 

“3. It introduces to a greater or less 
extent the principle of gross valuation. 
(This is also true, but to a more lim- 
ited extent, of the select and ultimate 
method.) 

“4. The modified forms in use in this 
country are arbitrary in character and 
therefore undesirable. 

“5. Companies which use the plan 
are required to issue a special form of 
policy, which operates to their disad- 
Vantage, in that it sets them apart, and 
distinguishes them from other com- 
panies. Competing agents are not slow 
to take advantage of this fact. 

“6. The plan provides too large ex- 
le1se margins for some forms of poli- 
cies, and too small margins for other 
forms. There is a danger therein which 
has to be carefully guarded against. 

“7. The plan is essentially a device 
to provide expense margins. In my 
opinion reserves and expenses have no 
fundamental relation to each other. 

“While the select and ultimate plan 
is not primarily a scheme for providing 


expense margins, it does adjust re- 
serves in accordance with the death 
rate expected during the early policy 


years, and to the extent that such ad- 
justed reserves differ from the regular 
reserves it does, of course, release 
funds for other uses. it may be said 
that the plan is arbitrary in that a 
single set of percentages is used for all 
ages, but this is merely for convenience 
of calculation, and if the percentages 
are conservatively chosen the results 
will not differ materially from those ob- 
tained by the use of the more compli- 


cated plan. By taking the net single 
premiums and the annuity values 
from the complete table, and the 


net annual premiums from the ultimate 
portion of the table, it is possible to 
arrive at reasonable but not burden- 
some reserves, which are consistent 
lor all plans and agea. 

Difficulties Confronting Preliminary 

Term 

“As the matter stands, it will be ex- 
ceedingly difficult, if not impossible, to 
secure the recognition of the prelimi- 
nary term plan in certain states. These 
difficulties do not confront a modifica- 
tion of the select and ultimate plan, 
which, as originally proposed, has been 
adopted by one of these states, and 
practically so by another. 

“I do not regard it as any argument 
against the select and ultimate prin- 
ciple that it has not found general fa- 


vor since its adoption in New York. 
The valuation standard in New York 
must be considered in connection with 


the desire, at the time of the insurance 
investigation, to curb the expenses of 
the large and _ well-established com- 
panies doing business in New York. 
The allowance of the full present val- 
ue of the mortality gains would not 
‘uve curbed those companies at all. 
It is not improbable that if the select 
and ultimate principle had been more 
fully adopted by New York the plan 
would have found a wider acceptance. 
Nor do I think that the new mortality 
table condemns the select and ultimate 
principle. It seems to me that the only 
lesson regarding selection which is to 
be drawn from the new table is that 
the effect of selection continues indefi- 
nitely. The American Experience 
Table represents very fairly the ulti- 
mate rates of mortality. It is in some 
respects an arbitrary table, but it has 
served its purpose remarkably well. 

cannot see any sound reason why se- 
lect rates of mortality should not be 
added to it, thus changing it from an 

(Continued on page 5) 
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Bankers Accident, speak- 
ing of what is the best 
health and accident policy. Then he 
goes on to explain his point, saying: 
“Accident and health insurance is 
essentially a temporary disability ben- 
efit. Every claim has its first week-—- 
‘many never run into the second and 
third week; only a few run into long 
periods. Occasionally one runs into 
thirty or forty weeks. One of the larg- 
est companies in America with an in- 
come of five million dollars has had less 
than a dozen claims running into 100 
weeks. Life indemnities mean that an 
extra premium must be paid jor an ex- 
tremely improbable claim which must 
first exhaust the entire limit of the pol- 
icy before becoming effective. Suppose 
we charge $5 extra for $25 a week for 
life. Put it the other way. How many 
policies could you sell fer $5 each guar- 
anteeing $25 a week after an entire 
year of disability or after 100 weeks, 
as promised on a Definite policy? 
Wouldn’t it be better to pay that $5 
extra for some benefit that can be de- 
rived during the first ten weeks of dis- 
ability such as Hospital indemnity or 
surgical fees? It seems unnecessary to 
add that life indemnity in connection 
with a house confinement policy is of 
very little value.” 
ese ses 


Indemnities 


A number of companies are 


Plain Talk issuing statements to their 
About agents about’ dividends. 
Dividends Here is what the Equitable 


Life Assurance Society has 
sent out: Keep clearly in mind the fol- 
lowing fundamental facts: 

Life-.insurance is a savings and a 
home-protecting institution and not a 
commodity-selling, profit-making unde1- 
taking in the commercial sense. 

The payments made by the insured— 
misnamed premiums—are actually pol- 
icy deposits. These policy deposits and 
savings from all sources must in due 
course be returned to the depositors or 
their beneficiaries minus the cost of 
operation. 

The so-called dividends to policyhold- 
ers are merely the return or refund of 
savings not needed for expenses or for 
protecting policy contracts (just as 
change is returned when the merchant 
finds out the cost of your purchases). 

The surplus is the sum held over and 
above the liabilities, to guard against 
impairment of solvency. 

This surplus is a contingency reserve 
—the safety cushion that absorbs the 
shock of unforeseen losses or financial 
demands due to abnormal conditions— 
such as wars, epidemics, possible de- 
preciation of asset values, ete. 

The need of this surplus has been 
amply demonstrated by the recent war 
and influenza-pneumonia epidemic, 
which caused the sudden expenditure 
by life insurance companies of about 
$150,000,000 above the normal. 

The policy reserves (or legal re- 
serves) which constitute the bulk of the 
assets of the life insurance companies, 
may be described as that sum of money 
which, when increased by future inter- 
est and future premiums, will be suffi- 
cient to pay the outstanding policies of 
the companies as they mature. 

The laws of the various states require 
these reserves and also name the mini- 
mum interest to be earned thereon. 

Life insurance companies are subject- 
ed by law to more rigid state super- 
vision and publicity than any other sav- 
ings or business institutions in the 
United States. They must observe about 
4,500 enactments in the various states. 

The number of outstanding policies 


panies were divided amongst the policy- 
holders, the average cash value of each 


- policy outstanding would be in ordi- 


nary companies about $393 and in the 
industrial about $36. 
s 8s s 


“Ten years ago Miss 
Long Term Georgia Emery of Detroit, 
Endowments agent of the Massachu- 
for Women _ setts Mutual, called upon 

a young woman, 4 
teacher in a public school, and present- 
ed to her the advantages of life insur- 
ance, urging her to take a long-term 
endowment policy in order to provide 
for the time when her working days 
would be over. The teacher agreed 
with Miss Emery that conservation of 
this kind was wise and signified her 
willingness to devote a certain portion 
of her earnings to this purpose, but, 
when it came to deciding upon the kind 
of policy which she would take, she 
stood out firmly for a ten year endow- 
ment. Miss Emery did her best to 
demonstrate the advantage of a longer 
term, showing how much more insur- 
ance could be purchased by the same 
amount of premium if Payments were 
continued over a longer period of years, 
and showing her the greater probability 
of her needing the money in twenty or 
thirty years than in ten years. All her 
arguments were, however, fruitless, and 
a ten year endowment was issued and 
delivered. 

“The other day Miss Emery went once 
more to call upon this teacher, still a 
young woman, still earning, still able to 
pay premiums, and laid before her a 
check for $1,000. Her endowment had 
matured. She did not need the money, 
she wanted it for her old age. Yet here 
it was, to be invested, to be cared 
for during twenty more years. Then 
for the first time she realized that 
Miss Emery had been right. She could 
not undo her error, but she had learned 
not to make it a second time. Althougn 
ten years older, she took $2,000 twenty 
year endowment. 

“This story brings out a fallacy com- 
mon to young women who are consider- 
ing life insurance, namely that they will 
be old at forty or forty-five,” says the 
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Massachusetts Mutual. “The idea is 
firmly fixed and needs to be combated 
most vigerously if it is to be overcome. 
Real insurance service demands that 
every effort be made to induce women 
to take endowments which will be paid 
when there will be an actual need of 
money. Perhaps the strongest argu- 
ment for this is to show the greater 
amount of monthly income which will 
be available at fifty-five or sixty than 
at forty-five. The prospect may be in- 
fluenced by having her attention called 
to business women she knows who at 
fifty are still as vigorous and as able to 
earn as they were ten years before and 
who have in al! probability years of use- 
fulness and earning still before them. 
“If, in the end, you are unable to make 
the prospect swerve from her desire for 
short term endowment, sell it to her 
with the hope that at the end of the 
term she will be a wiser woman and do 
what Miss Emery’s prospect did. Do 
not be satisfied, however, unless you 
are conscious that you have done all in 
your power not only to render service 
but the best service in the individual 
case.” 
eee 
It isn’t always safe for 
$20,000 of an agent to assume that 
Business In he is going to lose time 
Spare Hours when called upon occa- 
sionally to do something 
not pertaining in any way to the pro- 
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ducing of life insurance during business 
hours. An agent of the Provident Life 
& Trust favored an old lady friend of 
his by taking her in his car some 
twenty miles to a foreign missionary 
meeting. He knew he would have a 
few “spare” hours on his hands before 
the meeting would end and instead of 
subconsciously accusing his friend of 
consuming his time he decided to make 
good use of it. The Company says in its 
Home Office publication: 

“Leaving the old lady at the church, 
he drove along the main street, and 
stopping at a prosperous looking grain 
store, asked to see the proprietor who 
turned out to be seventy at least. From 
him, however, he learned the name of 
the cashier of the bank. Calling at the 
bank, he found the cashier apout to go 
out on an errand, but made an appoint- 
ment with him for the afternoon. His 
next call was upon the proprietor of a 
meat store, but it was only to find that 
he had taken out $10,000 the week be- 
fore. However, striking him at a new 
angle, he so interested him that he ex- 
pressed regret that our long endowment 
had not been presented to him before 
he had taken out his policy and said 
that he was not done buying insurance, 
and that he wanted his next contract in 
the Provident. 

“Meantime an acquaintance of our 
agent’s had come in the store having 
driven over from his home some fifteen 
miles away. ‘The subject of insurance 
was promptly broached and a five thou- 
sand application secured with settle- 
ment. 

“The ice had been broken and our 
agent had some lunch and felt better. 
Keeping his appointment at the bank, 
he secured a $10,000 application from 
the cashier. Then he entered a grocely 
store and made a purchase, engaging 
the grocer in ccnversation which finally 
turned to life insurance and resulted in 
his applying for $2,000. It was now 
four o’clock, time to call for the old 
lady, and bring her home. Some seven 
miles on his way, he stopped at a farm- 
er’s and wrote him for a $3,000. 

“Result of the day’s work $20,000 of 
insurance all settled for. We would 
like ‘to give the agent’s name, but we 
forbear. We haven’t told the whole 
story. He secured in the course of the 
day a handful of good leads which he 15 
now following up, and it would not be 
fair to identify either the agent or the 
town where he is still at work.” 





NEXT DINNER: DECEMBER 9 
The Life Underwriters’ Association 
of New York has combined its Novem: 
ber and December meetings, so that the 
next will be held on December 9 at the 
Arkwright Club. 
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(Continued from page 3) 
ultimate table to a complete table, pro- 
vided such select rates are fixed upon 
a fairly conservative basis. 

“Notwithstanding my criticism of the 
preliminary term plan, I believe that 
it has had a legitimate place in the 
business, and that its use in the past 
has been justified. As a temporary ex- 
pedient it has served its purpose, but 
in the light of our present knowledge 
its strongest advocates can well afford 
to see it abandoned. Sometime we 
shall have a new mortality table which 
will meet all our needs. In the mean- 
time the preliminary term plan can 
well be retained by states which have 
adopted it. In other states the adop- 
tion of the select and ultimate principle 
is in my opinion the most practicable 
course.” 

Dawson’s Attack on Massachusetts 

O. J. Arnold of the Illinois Life, who 
is a member of the American Life 
Convention conference committee, fol- 
lowed Mr. Rhodes. He said that the 
preliminary term plan was an attempt 
to harmonize theories and facts. While 
conceding that recent experience had 
lent itself to the select and ultimate 
idea, he asserted that plan would not 
produce the margin necessary for the 
acquisition of business by a new com- 
pany except one with a large capital 
and if the plan were *o be made gen- 
erally applicable the first year mar- 
gins must approximate those of the 
preliminary term companies. He said 
that the preliminary term plan had 
been given a black eye through the use 
of the plan by certain assessment com- 
panies and the Iowa bond companies, 
but that the companies using that plan 
had had a sound and wholesome 
growth. 

Miles M. Dawson, of New York, saw 
little difference between the preliminary 
term and the select and ultimate plan 
as to their merits, but said he could 
see little prospect of a general agree- 
ment on any plan in the near future. 
He devoted considerable time to the 
Massachusetts situation, attacking the 
Massachusetts department and the Mas- 
sachusetts companies and declaring 
that the state refused to open its doors 
to the other companies “because the 
five Massachusetts companies demand- 
ed it.” 

He said the ruling of the Massachu- 
setts department that the preliminary 
term plan was inadmissible in that 
state was made on the basis of a sam- 
vile policy of a preliminary term com- 
pany sent in by the agent of a Massa- 
chusetts company and without any ex- 
planation of the plan being received or 
asked from any of its friends. He de- 
clared further that a concession to all 
industrial companies from the net level 
premium reserve was granted and is 
still granted by the same department 
and that special legislation along the 
same line was enacted fer the benefit 
of the assessment companies of the 
state. 

Mr. Rhodes to some extent came to 
the defense of the Massachusetts com- 
panies, He said that when the prelim- 
inary term bill was introduced in that 
state last year, it was brought in at 
practically the last possible date for 
the introduction of new legislation, 
without notice to the Massachusetts 
companies; that when those companies 
sought a conference and made sugges- 
tions of compromise their overtures 
were rejected. Under those circum- 
stances, he said, he also would fight. 

Henry Moir Talks 

Henry Moir, v‘ce-president and actu- 
ary of the Home Life of New York and 
President of the Actuarial Society of 
America, said that he favored either 
the preliminary term or the select and 
ultimate as a matter of principle, and 
a. sympathies were rather turn- 

& toward the preliminary term. He 
criticized former Commissioner Hardi- 
= of Massachusetts very severely for 
is statements regarding the prelimi- 
nary term in his final report, referring 
especially to Hardison’s statement that 
the stockholders should put up the 


money for the imitial expense. He said 
that although most of the Massachu- 
setts companies are mutuals, that state- 
ment concedes that it would be impos- 
sible for a new mutual to be organized 
there. 

Other Matters Discussed 

The only other subject of general in- 
terest discussed was the status of men 
formerly engaged in the liquor business 
and those with a record for previous 
excessive use of alcoholic liquors. As 
to the latter class, the consensus was 
that no change should be made, (1) be- 
cause the man so addicted and able to 
carry any considerable amount of life 
insurance probably had “stocked up” 
for the future and (2) because there will 
be considerable illicit selling for sev- 
eral years to come. 

As to former saloonkeepers and bar- 
tenders, where their past record does 
not show them to have been addicted 
to the use of liquor and they have re- 
moved from the hazardous occupation 
to a non-hazardous one, it was advised 
that the bars should be lifted, but not 
if they are selling soft drinks or run- 
ning pool rooms. 

The board of directors elected Will- 
iam O. Morris, actuary of the North 
American Life of Chicago, as secretary 
of the Institute to succeed the late 
Major Carroll B. Carr of Indianapolis. 


VERDICT AGAINST BIRDSEYE 





Jury Reaches Decision After All-Night 
Session; Petition for 
New Trial 





Clarence F. Birdseye, his son Kellogg 
Birdseye, and George F. Montgomery 
have been found guilty of wrecking the 
Pittsburgh Life & Trust and of defraud- 
ing the policyholders and stockholders 
of their investments in the company. 
After an all-night deliberation on the 
evidence presented the jury came to an 
agreement and announced their decision 
to the court in Pittsburgh on Friday 
morning, November 21. 

When the verdict was presented 
Birdseye declared his intention of filing 
a petition for a new trial through his 
attcrneys, John S. Robb and Ralph 
Tannehill. Meanwhile he expected that 
civil proceedings in New York State 
would be terminated satisfactorily so 
as te guarantee full repayment to the 
policyholders of the Pittsburgh Life. 

Upon the recommendation of Judge 
Reid, Clarence Birdseye and Kellogg 
Birdseye were directed to renew their 
bail of $20,000 and $10,000 respectively, 
but bail for Montgomery was increased 
from $7,600 to $10,000. The elder Birds- 
eye assured the court there would be no 
doubt of the appearance of himself and 
his son at the time when sentence was 
imposed. 





HANSEN MONTH 





Guardian Agents’ Association to Honor 
T. Louis Hansen Who is Re- 
covering from Influenza 





Upon learning that it was necessary 
for Vice-President and Agency Man- 
ager T. Louis Hansen to drop all busi- 
ness matters for at least a month in 
order to recover completely from an at- 
tack of influenza and three subsequent 
cperations, Manager Charles B. Rudd of 
the Company’s Evansville, Ind., Agency, 
president of the Guardian Life Leaders’ 
Club, communicated with the fieldmen 
of the Company and suggested that the 
four weeks beginning Monday, October 
13th, be designated “Hansen Month” 
and that they put forth their best ef- 
forts to write more business during that 
period than was written in any pre- 
vious four consecutive weeks in the 
Company’s history. 

All of the Company’s managers an‘l 
each agent who is a member of the 
Guardian Life Leaders’ Club were asked 
by President Rudd to sign a pledge to 
produce a certain amount of business 
in Mr. Hansen’s honor. 

The fieldmen responded heartily, and 
at the end of the four weeks Mr. Rudd 
announced that the business produced 
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had reached the splendid total of $4,- 
916,048. 

This was a very unique way, and a 
most practical one, for the representa- 
tives of the Company to show their re- 
gard for one of its officers, 


PASSES $200,000,000 MARK 

Considerably less than four years ago, 
the field force of the Equitable Life of 
Iowa, in attendance at the Golden Jubi- 
lee meeting in Des Moines, pledged the 
founder of the Company and present 
Chairman of the Board of Trustees, F. 
M. Hubbell, to greet him with $200,000,- 
600 of business in force by December 
31, 1920, or in five years’ time. 

On Armistice Day, November 11th, 
or over thirteen and ecne-half months 
ahead of the schedule, the Company 
passed the $200,000,000 mark in insur- 
ance in force. 


GENERAL TRIPP TO SPEAK 


The final program for the thirteenth 
annual convention of the Association of 
Life Insurance Presidents, at the Hotel 
Astor, on Thursday and Friday, Decem- 
ber fourth and fifth, now being mailed 
to members and guests, announces the 
names of two additional speakers. One 
of these is Brigadier-General Guy East- 
man Tripp, chairman of the board of di- 
rectors of the Westinghouse Electric & 
Manufacturing Company, who will deal 
with the subject of public utilities se- 
curities, 

The other new speaker is Dr. Watson 
S. Rankin of Raleigh, N. C., the recently 
elected president of the American Pub- 
lic Health Association. His topic is 
“Good Health and Good Government.” 
Dr. Rankin has been State Health Offi- 
cer of North Carolina since 1909, 
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Group Insurance for Employees : 
An Income Bond to Provide for old age 











A Corporate Policy to Protect Business Interests 





New and Improved forms of Accident and Health 


A Convertible Policy Adaptable to Altered Policies, thus completing the circle of protection 
Circumstances against the hazards of Life, Accident, and Disease 
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Founded 1865 


The Provident Life and Trust Company 
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with the Spirit of the Age. 
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Commerce, Life Insurance and Thrift 





By Henry Moir, President of Actuarial Society of America, and 
Actuary of Home Life 





Mr. Moir delivered this address a few days ago in New Haven before the Chamber 
of Commerce. 


Insurance is not commerce. So say 
the highest courts of the land. I do 
not. propose to question the decision 
nor to argue the contrary. Courts have 
been known to change their opinions, 
but meantime sensible insurance men 
find consolation in the fact that we are 
thus exempt from many irksome re- 
strictions, while we escape entirely the 
kind attentions of the Interstate Com- 
merce Commission. Apart from the 
regulation of “commerce,” we have 
laws enough and to spare; legislation 
cn insurance brings in a harvest of 
about two thousand different bills each 
year in the various state legislatures. 
Let us, therefore, cultivate a due spirit 
of thankfulness in that there are one 
or two tribunals whose jurisdiction we 
escape. 

While we are thus in one particular 
outside the general sphere of com- 
merce, nevertheless our dealings touch 
upon so many forms of commercial 
transactions and are blended so closely 
into some of them that we find much 
comfort and help from day to day 
through our associations with men of 
general business activity as represent- 
ed by Chambers of Commerce, and sim- 
ilar organizations. 


Life Companies and the Railroads 


As an example of this interweaving 
of interests. we may consider the man- 
ner in which railroad legislation, and 
the railroad situation generally, affects 
life insurance companies. The life in- 
surance companies of the United States 


have assets of nearly $7,000,000,000. 
Of this sum about $2,000,000,000 are 
Invested in railroad enterprise. Our 


securities consist largely of mortgage 
bonds which do not have to be realized 
in times of trouble, but can be carried 
through good and bad times until ma- 
turity. They are, therefore, secured in 
almost any eventuality within the 
range of practical probability. Never- 
theless we might suffer heavy losses 
if the railroads, either through precipi- 
tate action on the part of the govern- 
ment or through restrictive measures 


which would not permit the proper de- 
sree of elasticity to meet conditions 
ever changing and developing, were 
brought to such a condition that they 
could not earn a sufficient income to 
pay the interest on their obligations 
with a prospect of a reasonable divi- 
dend return to their stockholders. Some 
agitators seem to believe that railroads 
should never earn more than a fixed re- 
turn on their capital stock; which of 
course means that the stockholders 
should take the risk of loss, if circum- 
stances prove adverse, without having 
a compensating chance of earning a 
profit as a reward of careful and effee- 


tive management. Not only so, but 
they (such agitators) think that the 


capital stock should be reduced so as 
to represent only the balance of phy- 
sical value of the railroad after all 
mortgage loans, debentures, preferred 
stocks, etc., have been deducted from 
such total physical values. They would 
leave out of consideration important 
eiements, such as (1) good will, which 
cannot have any physical appraisal; 
(2) efforts and enterprises made in 
good faith which have turned out un- 
successfully; (3) competitive advan- 
tages; and (4) all those other intan- 
gible assets known and valued by good 
business men, but which cannot be 
made visible to the critic and skeptic 
whose attitude is that successful busi- 
ness is necessarily the result of schem- 
ing or securing an unfair preference. 
It is interesting to observe, however, 
along this line that opinion with ref- 
erence to a physical appraisal of the 
railroads (which has now been in prog- 
ress for several years) seems to be 
swinging around to the viewpoint that 
perhaps after all they are not over- 
capitalized, certainly not so much as 
some of the talkers suggested. One 
might venture the opinion that if the 
appraisal were being made now, with 
the increased values which have occur- 
red in consequence of the world war, 
we should find that the valuation of 
nearly all of the roads would come out 
far in advance of the combined values 


of their mortgage indebtedness, their 
other obligation, and their capital 
stock. 


Law of Diminishing Return 


with the ne- 
ambition in life 


I have elsewhere dealt 
cessity of objects of 
to maintain progress. To me it is an 
axiom that a well balanced ambition 
is one of the necessities for a happy 


life. If there is nothing to strive for, 
nothing. will be accomplished. This 


principle applies not only to the indi- 
vidual, but with equal force to the cor- 
poration—railroad or industrial. If it 
were only pos.ible for a railroad to 
earn a fixed return, all incentive to 
improve the management, to attain effi- 
ciency at. minimum cost, even to serve 
the public, would disappear from the 
moment when this maximum return 
had been reached—a condition of dead- 
ening effect. 

In the adjustment of this particular 
problem our statesmen should have con- 
tinually before them the “Law of Di- 
minishing Return.” This is a principle 
which is nigher than man made laws. 
In some respects the title is a mis- 
nomer, for it assumes that extra effort 
always produces a diminishing return, 
whereas the true meaning of the law 
is that a well directed intelligence will 
earn an ample reward until a maximum 
point is reached, after which further 
labor will secure a diminishing return 
if continued in the same direction. A 
more optimistic title would therefore 


be “Law of maximum return”—espec- 
jally if we bear in mind that even after 
the maximum point is reached a 
change in direction may yet further 
improve the rewards. This elemental 
law of balanced forces exists all 
through human nature; it is observed 
in physical affairs, and may be mathe- 
matically demonstrated in astronomy, 
economics, etc. It has the advantage of 
promoting and encouraging greater ef- 
fort and greater efficiency; while at the 
same time preventing an undue or un- 
iair absorption of the rewards of this 
world in any one direction. 


Closely Allied to Thrift 

This railroad situation is mentioned 
only to illustrate one of the many 
phases of commerciat life in which in- 
surance companies are necessarily in- 
terested. In life insurance we are more 
airectly associated with the financial 
structure of the country. Our business 
represents a large aggregation of in- 
vested capital and is thus closely in- 
terwoven with the thrift of the nation. 
At this date the advantages of life in- 
‘urance.do not have to be explained 
to intelligent men: they are admitted 
freely and are rarely questioned. Some 
of the developments in the last year 
or two are of such a nature that they 
will interest you as reflecting the gen- 
eral direction of the thought of the 
nation. 

The greatest insurance enterprise of 
all history has been this country’s war 
risk insurance. When the government 
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What Money Could Not Buy 


The name Massachusetts Mutual is packed full of meaning to the 
It stands for perfect protection at low net cost, for 
absolute security, and for unexcelled service. 
which no money could buy—an untarnished reputation. 
years of square dealing have gone into the making of that name. 
Strange that it means so much to the representatives of the Company? 
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proposed to introduce life insurance 
amongst the soldiers and sailors who 
were being enlisted, some politicians 
expected that the companies would be 
unfriendly towards the principle in- 
volved. To their surprise they found 
that we were willing to co-operate to 
the fullest extent in the work, and our 
willingness had more than one reason 
hehind it. In the first place, the risks 
involved in the war were unknown haz- 
ards, which we as actuaries and com 
panies could not scientifically assess. 
We could make approximate estimates, 
but no one could foresee the course of 
tne war nor the extent of the carnage; 
accordingly any accurate computation 
was out of the question. This being 
so, the suggestion which came from 
government officials was greeted by 
many of us with a sigh of relief be- 
cause they proposed to assume a bur- 
ien which was looming up like a black 
thunder cloud and which we viewed with 
feelings of apprehension. 

War Risk Bureau Figures 

Moreover, there was another impor- 
tant phase of the situation which soon 
had recognition—namely, the advertis- 
ing effect (using the word “advertise- 
ing” in its broadest sense) which the 
government action would have uwapon 
our business. The total amount of life 
insurance in force—chiefly on the lives 
of civilians—prior to the inauguration 
of the War Risk Insurance Bureau 
could be’ roughly stated at from $25 
000,000,000 to $30,000,000,000. This 
amount was spread over an adult popu- 
lation which might be estimated at 
some 50,000,000. 

-In the course of less than a year the 
War Risk Bureau placed in force an 
additional $40,000,000,000 of life insur- 
ance on the lives of 4,000,000 of young 
men, and a few women. Not only did 
the business receive a government en- 
dorsement, but thousands (one might 
say millions) of young men most of 
whom had a very meagre capital were 
for the first time impressed with the 
thought that their lives ought to be 
insured. Moreover it was not for any 
paltry amount, but was urged for as 
much as $10,000 each, while the aver 
age on each soldier approached closely 
up to this maximum. Here was edu- 
cation on a grand scale; and practical 
demonstrations of the real value of the 
benefits have been given by thousands 
of claims since paid. Then too the re- 
sults showed that while the military 
hazard was great, the civil hazard 
through influenza was just as important. 

We now see the reflex action during 
1919 in the immense volume of new 
business being written by all life in- 
surance companies in the country. The 
fathers, brothers, and sisters of these 
young men who were induced (some- 
times almost forced) to effect insur- 
ance came to the conclusion that their 
lives also had an economic value which 
was worth continuing in event of pre- 
mature death. The higher cost of liv- 
ing, the expansion of business generally 
and the additional remuneration which 
sy many men now obtain, are further 
important factors in the development of 
the business; and these have come at 
a time when the government’s educa- 
tional campaign had already been at- 
taining its best results. Many men 
who a year or two ago would have been 
satisfied with a policy of $2,000 are 
now taking $5,000 and sometimes as 
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much as $10,000 of life insurance. It 
is not at all infrequent to observe a 
man with an income of $5,000 a year 
effecting a life insurance policy for 
$10,000, which is much nearer the 
amount that he ought to carry than was 
the common practice five years ago. 
Mechanics who would formerly carry 
a small policy to meet funeral expenses 
‘are now seeking $2,500 or $5,000 of 
family protection. There has not only 
been an increase in the number of ap- 
plicants for life insurance, but the aver- 
age amount taken by each applicant 
has advanced nearly 50 per cent. 
Spirit of Economy 

During the year 1918 the total amount 
ef new life insurance effected by all 
the companies of the United States 
(including ordinary, industrial, and fra- 
ternal) was roughly  $7,000,000,000. 
This amount has been far exceeded in 
the first ten months of 1919; and un- 
less: some unusual conditiqn should 
arise before the end of the year I be- 
lieve that the total for the calendar 
year will exceed $11,000,000,000, or an 
increase of about 60 per cent over the 
figures for 1918. The increase in the 
“ordinary” section is much more than 
60 per cent; but the expansion of busi- 
ness in the industrial and fraternal sec- 
tions is less marked. The force and ef- 
fect of this tremendous increase is far 
greater than most people can imagine. 
The premiums for the first year may be 
only some 300 or 350 millions; but 
there is an implied promise on the part 
of those effecting the insurance that 
this sum will be paid year after year, 
aiming towards the accumulation of the 
capital sums insured. Moreover, most 
of this capital sum remains upon the 
hooks of the company, and a still larger 
volume of new business is likely to be 
written year after year. 

This is one of the greatest evidences 
of the spirit of economy in the nation, 
because life insurance with its regular 
premium requirements is one of the 
surest plans for setting aside part of 
one’s income, and attaining a comfort- 
able independence in old age. It is 
tiie best method devised for the pro- 
motion of thrift; its progress from 
year to year is therefore a barometer 
vauging the temperament of the people 
in relation to their foresight. We are 
as vet in the early stages of the rising 
tide, and it does not seem too much 
to anticipate that before many years, 
the total life insurance in force in the 
United States may exceed a hundred 
billions. 

While the war was in progress thrift 
campaigns were frequent. The sale of 
Iaberty Bonds and drives for war char- 
ities made this necessary; the con- 
servation of resources was important to 
the winning of the war, and the people 
supported these movements with whole 
hearted enthusiasm. The momentum 
{hus acquired has now been diverted 
to other channels. Many people show 
that they have been unusually success- 
fnl in their business by an ostentatious 
extravagance in private life. We all see 
this unfortunate tendency around us 
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Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
If so, read this, it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company guarantees: 
FIRST, that in case of death from any cause, $5,000, the face of the Policy will 


SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 


THIRD. that in case of death from certain SPECIFIBD accident, $15,000, 
or THREE TIMES the face of the Polic will be paid. . 
i’ disability as a result of accidental injury, the 
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end better class people should do all 
they can to promote simplicity of be- 
havior. Others of more cautious dis- 
position are carefully setting aside 
tueir surplus and we find that the sav- 
ings banks, the trust companies, and 
the life insurance companies are all 
benefiting from this thriftily disposed 
portion of the population. 


Many of the good elements in this 
world are contagious as well as the 
Lad. The principle of thrift is one of 
these elements, it multiplies and grows 
in its beneficence just as surely as a 
germ disease spreads its malevolent 
jnfilvence. All thoughtful people should 
encourage it, especially under present 
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day conditions, when the spirit of un- 
rest and discontent, commonly called 
Holshevism, is rampant. The greatest 
encouragement which the evil spirit of 
Bolshevism receives is from the silly 
sentimentality of impractical theorists, 
while the strongest opposing principle 
lies in careful foresight developed 
through the power of thrift. One ideal 
should be set against another; it has 
been remarked more than once in 
European Socialist councils that Amer- 
ica is not a good field for absorbing 
their propaganda, because so many of 
the workmen in this country own their 
own homes. What greater praise 
could the nation receive? We should 
therefore do all we can to promote the 
practical welfare of the people in all 
forms of thrift. This will not only im- 
prove our own condition in life, but 
will also forestall such revolutionary 
tendencies as have been so apparent 
and so disastrous in European coun- 
tries. 


RACING FATALITIES RECORDED 

The Eastern Underwriter was asked 
for a list of fatalities caused by aute- 
mobile racing during the last ten years. 
The following partial record was fur- 
nished by Frederick 8. Crum, assistant 
statistician of The Prudential Insurance 


Company of America, Newark: 

July 5, 1909 Emeryville, Cal. ..... 1 
July 10, 1909 Montreal .........+-- 2 
Aug. 7, 1909 Indianapolis .......-- 7 
Aug. 19, 1909 Indianapolis ......... 2 
Oct. 1, 1910 Vanderbilt Cup Race.. 2 
Sept. 1, 1913 Nashville .........-- «4 
Sept. 5, 1913 Jackson, Mich. ....... 1 
Feb. 17, 1914 Los Angeles .........1 
July 5, 1914 Tacoma .......+-++- oo & 
Aug. 22, 1914 Elgin, Ill. ...........- 1 
Sept. 9, 1914 Brighton Beach...... 1 
May 9, 1915 Indianapolis ......... 2 
Aug. 7, 1915 Des Moines ..... nie me 
Aug. 14, 1915 Flemington, N. J. ere 1 
Sept. 7, 1915 JuareZ .....seeeeeeees 1 
April 8, 1916 Corona, Cal. ciple hoi 3 
May 14, 1916 Sheepshead Bay ..... 2 
May by 1916 Havana, Cuba ....... 1 
July 25, 1916 Portland, Ore. ....... 2 
Aug. 28, 1916 Kalamazoo .........- 2 
Nov. 19, 1916 Los Angeles ......... 5 
Dec. 2, 1916 Uniontown, Pa, ...... 2 
Apr. 8, 1917 Mexico City .......... 9 
Mar. 3, 1918 Stockton, Cal. ....... 1 
May 31, 1919 Indianapolis ....... eae 
June 1, 1919 Indianapolis ........ . 2 





RE-ELECT G. W. HOPKINS 

$ Chicago, November 24.—The National 
Association of Mutual Life Underwrit- 
ers, the organization of assessment 
companies, at its convention in Chi- 
cago re-elected Dr. George W. Hopkins 
of the Pure Protection Life of Cleve- 
land as president; Edward M. Martin 
of the Guarantee Fund Life, Omaha, 
vice-president; Nelson O. Tiffany of the 
Masonic Life, Buffalo, secretary, and 
A. J. Davis of the Knight Templar and 
Masonic Aid, Cincinnati, treasurer. Mr. 
Martin was made chairman of the leg- 
islative committee which is to endeavor 
to secure the adoption of a uniform 
assessment law. 





NEW ‘ENGLAND DIVIDENDS 


The New England Mutual Life has 
sent the following statement to agents: 

“Every agent and policyholder will be 
Pleased to learn that, at the regular 
meeting of the directors, November 5, it 
was voted that shares of surplus payable 
in 1920 shall be computed by the same 
scale as is now in use.” 





Irving Katlin, who was for two years 
with the Metropolitan Life, more recent- 
ly in the group department, has again 
joined the Joseph D. Bookstaver Ag- 
ency of the Travelers at its downtown 
branch at 123 William Street. After 
leaving the Metropolitan, Mr. Katlin 
was associated with the Workmen’s 
Compensation Commission of New York 
State as an investigator of claims. 





Frederick §. Withington has been 
made consulting actuary of the Amer- 
ican Life, of Des Moines. 


Horner’s Ad Tells 
of His Present Work 


UNIQUE 





PUBLICITY SCHEME 





Extending Group Insurance Idea and 
Building Up Business Life 
Insurance Department 





Warren M. Horner, a former general 
agent who is now writing group busi- 
ness in Minneapolis for the Metropoli- 
tan, a few days ago bought a large ad- 
vertising display space in a Minneapo- 
lis newspaper telling about his present 
work and connection. The advertise- 
ment, which is unique, follows: 

“Because of frequent questions ask- 
ea by friends and clients with regard 
to my connection with the life insur- 
xnce business at the present time, I 
give the following facts: 

“T voluntarily retired over a year ago 
after arranging to spend an extended 
period in France in service of the Red 
Cross. 

“The retirement was based upon two 
reasons: (A) I preferred to be re- 
lieved from the cares of business to 
devote my whole time to the energies 
of war work. (B) Upon returning to 
business life I preferred to select con- 
nections which, in my judgment, both 
in kind of work and character of com- 
pany gave the best opportunity for giv- 
ing life insurance coverage in keeping 
with modern conditions. 

“The war ending abruptly made it 
necessary to make a much earlier de- 
cision than had been contemplated. 
The result was a special appointment 
to represent the Metropolitan Life of 
New York, the company that is pro- 
ducing more new business than any 
company in the world. The Metropoli- 
tan is a modern melting pot of life in- 
surance translated into practical ac- 


complishment in creating coverage 
(protection) for every class. 
“Its twenty-one thousand employes 


at the home office and in the field work 
as one individual because this great 
life insurance institution has solved 
to a remarkable degree the very seri- 
ous questions confronting all employ- 
ers, such as health, loyalty, persistency 
and efficiency of employes. 

“The industrial, sociological and eco- 
nomic results, which the Metropolitan 
has attained from years of experience 
in treating with its own employes, are 
given by a systematic educational prop- 
aganda to all employers who insure 
their employes on what is known as the 
group life plan. 

“Explanation of this service and its 
value (cumulative value over a term 
of years) in bettering conditions of 
employes will be gladly given. 

“My duties are to extend this service 
by writing group life insurance from 
single groups of fifty up to any num- 
ber no matter how large and also to 
continue the business life insurance 
department which I created in Minne- 
apolis and conducted for many years. 
Meaning, writing an individual a policy 
of life insurance payable to a business. 

“In addition to the foregoing, I con- 
tinue to write ordinary life insurance 
for men and women in policies from 
one thousand up *o the limit on a single 
life that this great company will issue. 

“There never was a time when both 
large and small assurances for men 
and women singly and in groups were 
so practical and necessary.” 





FREIFELDER’S RECORD 

Benjamin Freifelder, manager for 
the Scranton Life Insurance Company 
in Philadelphia and vicinity, during the 
current year paid for $1,300,000 new in- 
surance, being a net gain of $300,000 in 
comparison with 1918. The agency has 
on its books more than 3,000 contracts 
in force and the manager is personally 
acquainted with the policyholders. The 
Philadelphia office is notable for the 
small number of rejections, few 
changes in the personnel of the field 
staff, the seldom lapses and the mini- 
mum mortality record. 


NEW TRAVELERS GROUP 

The Automatic Refrigerating Com- 
pany of Hartford, Conn., has covered 
its employes to the extent of 190 people 
with group insurance in The Travelers. 
The amount of the insurance is in the 
neighborhood of $170,000. 

Persons who have been with rod com- 
pany a month are insured for $250, and 
increases are made until a maximum of 
$1,500 is reached. The formula is re- 
troactive. 

Should an employe become perma- 
nently or totally disabled before reach- 
ing sixty years of age, the amount of 
insurance in force upon his life will be 
paid to him at once, either in a lump 
Sum or annual instalments. 








More 


Insurance 








In Force 





than 


any other company 


west of the 


Mississippi River 


Bankers Life 


Company 
DES MOINES 


GEO. KUHNS 


President 





HOME LIFE 
INSURANCE CO. 
(Purely Mutual) 


256 BROADWAY, NEW YORK 
WILLIAM A. MARSHALL 


President 
The 39 Annual Report of the 
Home Life Insurance Company 


shows over Four Million Dollars 
paid to policyholders in 1918, eof 
which over Seven Hundre jou- 
sand was in dividends, he in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding is 
the assets show an increase of 
more than 4% and ure now over 
Thirty-Six Million Dollars, 


The total insurance in force was 
increased during the year 6.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars. 





For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 





| 256 Broadway, New York, N. Y. 











Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 














THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 











IN THE CENTER OF THE U. S. A. 








holders 


AS‘ EVERLASTING 
AS THE HILLS. 











is located a big, vigorous, 
institution of Life Insurance. 


and mined 


Our geographical location enables us to 
render exceptional service to our policy- 
and field force. 


Over $200,000,000 of insurance in force. 

Investigate for yourself. 

Missouri State Life Insurance Company 
M. E. SINGLETON, President 


St. Louis, Missouri 
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Ux lerwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; W. E. Schram, 
Editor. The address of the officers ts 
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2497 John. 
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Associate 
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Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
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NEW LINE OF SERVICE IN OPERA- 
TION 

Some time ago the Commercial Cas- 
ualty, Newark, announced that it would 
maintain a service department devoted 
to health preservation and improve- 
ment, for the benefit of its health and 
accident policyholders. The idea is 
that these policyholders, so many of 
whom renew from year to year, should 
receive some attention from their com- 
pany other than the perfunctory send- 
ing of premium notices at regular in- 
tervals. 

The Commercial’s plan is to send 
the policyholder every three months, a 
carefully prepared letter. detailing in 
understandable language the diseases 
likely to be prevalent at the various sea- 
sons of the year, together with sugges- 
tions gathered from the latest and best 
authorities, to guard against the con- 
traction and spreading of such diseases. 
It will also be part of the plan to dis- 
cuss precautions of value in reducing 
to a minimum the number of street and 
occupational accidents due to careless- 
ness or improper knowledge of methods 
of avoiding such accidents. 

The Company’s purpose is to furnish 
the character of service expected from 
a company insuring against loss of time 
and earnings from illness and accident 
and to aid in reducing as much as pos- 
sible preventable diseases and acci- 
dents. 

The first letter to policyholders has 
been mailed. It deals with influenza and 
tells how that disease originates from a 
gerin; how this germ is spread and then 
explains what precautions may and 
should be taken to guard against it. 
Methods of contracting and spreading 
the disease are enumerated under nine 
headings. Preventive measures are 
also covered under nine divisions. 
These health conservation service let- 
ters are prepared by S. N. Lindenbaum, 
medical director. 





MUTUAL COMPETITION 
There continues among local agency 
organizations an underlying feeling of 
dissatisfaction over the lethargic at- 
titude of home Offices, both fire and cas- 
ualty, with relation to mutual competi- 


tion. This subject became tiie topic of 
earnest discussion at the conference wi 
officers, committeemen and county 
chairmen of the New York State Asso- 
ciation at Syracuse last week 

Agents have been steadily losing busi- 
ness to mutuals, both fire and casualty; 
business that the stock companies have 
held for years. The agents say that it 
seems impossible to rouse their com- 
panies to the seriousness of the situa- 
tion from the agent’s standpoint. 

A branch office manager or a special 
agent comes into a town and visits the 
local, who at once puts the mutual sit- 
uation up to him. The local says he’s 
afraid he will lose such and such a 
line. The special says: “Oh no you 
won’t, never fear. Even if you do it 
will soon come back. When they get a 
real taste of the mutual cooking they 
will want to return to their old diet,” 
and so on. 

The special then shows the agent that 
the company has done twice as much 
business as last year; that the agent is 
writing just as much, or more, business 
than ever before and, therefore, should 
not worry. “But,” the agent insists, 
“I’m losing business, actually losing it. 
True, my premiums in many cases have 
doubled because of the general intla- 
tion, but look at the number of risks 
I’ve lost, lost.” 

This has been particularly true in the 
compensation field. The stock com- 
panies have sat tight and looked smug, 
say the agents. Meanwhile, if there’s a 
board of trade meeting anywhere, a 
chamber of commerce gathering, a state 
manufacturers’ convention, a grange 
conclave; anything that brings business 
men together where the subject of in- 
surance is discussed, it isn’t a stock 
company man who addresses the mem: 
bers, it’s a mutual man. The mutuals 
are on their job, say the agents, and the 
stock men are not. 

So, in many places the agents have 
not been satisfied to let the specials 
pass the time of day in the office and 
catch the early train for the next tow%. 
Instead, they say: “Here, I’m going to 
show you a few sights. Do you like 
motoring? Well I'll have a car here 
presently.” Then the local takes the 
special to the corner of A and Fifth 
streets and shows him the great In- 
destructible Tire plant, payroll $500,000, 
gone to the mutuals! A little farther 
on is the Curved Back Corset Works, 
payroll $750,000—mutuals! Out in tthe 
country a little way is shown the Per- 
petaal Chewing Gum Manufactory, fire 
premium $30,000—mutuals! 

In all some $500,000 of insurance pre- 
miums in one town have gone to mu- 
tuals, but because the home offices are 
getting more aggregate premiums than 
ever before the troubles of the agent do 
not apparently strike home terror nor 
inspire pity. 





John Drinkwater, the English author 
who wrote “Abraham Lincoln,” used to 
be an insurance man. In a newspaper 
interview he said: “For twelve years 
I was employed by the Northern As- 
surance. I sold insurance policies, 
both fire and life, and _ traveled 
about the British Isles surveying busi- 
ness; and inspecting agents. Then, one 


day, I got sick of insurance, and de- 
cided to try my hand at living by my 
wits. I had written some verse and 
plays in my spare moments, and finally 
decided to write for a living.” 








THE HUMAN SIDE OF INSURANCE 











A. J. Towne, special agent of the 
Automobile Insurance Company otf Hart- 
ford. Conn., who was formerly in 
charge of the Company’s lines for the 
Eastern Pennsylvania and New Jersey 
territory, is now in charge of the State 
of New Jersey with his headquarters in 
Newark. Mr. Towne’s transfer to New- 
ark follows a division of the territory 


the volume of business. The Eastern 
Pennsylvania territory will now be in 
charge of Herbert W. Masters, special 
agent, who will have his headquarters 
at the branch office of the afliliated 
Aetna companies in Walnut Street, 
Philadelphia. Allen A. Wariield, state 
agent, has been appointed to supervise 
ihe Automobile company’s business in 
the State of Delaware, the District of 
Columbia, and the city of Baltimore, 
Md. Win. F. Long has been appointed 
special agent for the Fire and Marine 
Underwriters, his territory to embrace 
the State of Fennsylvania with the ex- 
ception of Allegheny County and the 
suburban Philadelphia territory. Mr. 
Long’s headquarters for the present will 
be with Eyler & Henry, of Pittsburgh, 
branch office managers for the affiliated 
Aetna companies. 
* + * 


J. Scofield Rowe, president of the 
Maritime Underwriting Agency, has 
purchased a home at 376 Glen Ridge 
Avenue, Glen Ridge, N. J., having ac- 
quired the property of Mr. James A. 
Stewart, manager of the New York 
Telephone Company. Mr. Rowe is mov- 
ing his effects from his former home in 
Hartford to Glen Ridge. The New York 
“Herald” printed a _ picture of Mr. 
Rowe’s new home on Sunday. 

* * @ 


Henry D. Lyman, chairman of the 
American Surety’s board, had a well 
written story in the New York Sun, in 
which he tells why men‘go wrong. He 
says that what is needed is a “moral 
safety first’’ movement in business; that 
dishonesty is just a matter of the job 
and that environment, not character, is 
the basis of crimo. 


Former Mayor Smith, of Philadelphia, 
who is succeeded by J. Hampton Moore 
as mayor, and who is a well-known 
Philadelphia surety man, told a reporter 
for “The Public Ledger” recently that 
he is through with politics. Smith says 
he was an independent mayor. “There 
are some men here who consider them- 
selves politicians, but who are not,” is 
a comment he made. “My definition of 
a politician is a man who tries in every 
way to satisfy the public. A political 
leader, on the other hand, is one who 
tries to satisfy the public when it suits 
him, but he generally suits himself first. 
As mayor I sought to avoid mistakes, 
but there must be some in every man’s 
career. I would do a lot of things dif- 
ferently if I were to go over it again.” 

ok oe baal 


Ned Cross, of the Sanborn Map Co., 
who has been in the hospital where he 


underwent an operation, is on the road 
to complete recovery. 





HILLERY GOING TO GENERAL 

Benjamin F. Hillery will be the new 
burglary department superintendent at 
the General Accident’s New York branch 
after December 8. He is now with the 
Maryland Casualty in a like capacity 
and has been with the New Amsterdam, 
Aetna and Casualty of America, in the 
burglary department. 





R. G. CLARKE NEW SPECIAL 

The Glens Falls has appointed Rob- 
ert G. Clarke special agent for North- 
ern New Jersey. ‘His headquarters are 
at 77 William Street. 














OLIVE E. OUTWATER 





Miss Olive E. Outwater, of the actu- 
arial department of the National Work- 
men’s Compensation Service Bureau, is 
the first woman member of the Casualty 
Actuarial & Statistical Society to be- 
come a Fellow of the Society by exam- 
ination. Miss Outwater was graduated 
from the University of Michigan in 1910 
with the A. B. degree. She taught math- 
ematics in the high school of River 
Rouge, a suburb of Detroit, during the 
following six years and in 1916 returned 
to the University for a special course in 
insurance, where she received a mas- 
ter’s degree in actuarial science. In 
April, 1918, she came to the Bureau 
headquarters in New York as assistant 
actuary. 





RUFFIN LEAVING INSURANCE 





New York Manager for General Acci- 
dent Will Enter Hardware Busl- 
ness in Petersburg, Va. 





Old Virginia will take back Ben 
Ruffin to her bosom at the end of this 
year. He is leaving the General Acci- 
dent which must find another New York 
manager. He will become an officer 
and director of the Charles Leonard 
Hardware Company, Inc., Petersburg, 
Va., of which other members of his 
family are owners. He will also retain 
his long-time connection as an officer 
and director of B. A. Ruffin & Co., Inc., 
Richmond, so that he will not be en- 
tirely lost to the insurance business. 

The General Accident is loth to see 
Ruffin go, for in his twenty months’ 
stay in New York he has made his pres- 
ence felt to the tune of a much in- 
creased business, after a wholesale 
clearing out of accounts he considered 
the least desirable. Not only his own 
company but others have tried to hold 
B. A. Ruffin in the North but he will 
not listen. Not ‘that he doesn’t like it 
here, for he has made many firm friends. 

On the Street is is understood that 
Mr. Ruffin’s action is owing to the Com- 
pany’s automobile underwriting policy 
in Brooklyn and Long Island. 

As the General’s New York manager 
Mr. Ruffin is really in an executive 
position with his company. He is 4 
member of the Casualty & Surety Club, 
where he was always active. | For five 
years he was secretary of the insurance 
committee of the American Bankers 
Association. He was really the insur- 
ance expert for that organization, whose 
officers have expressed themselves time 
and again in praise of his work. 
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FIRE INSURANCE DEPARTMENT 








Hearing on Essex 
Insurance Finished 


DAVENPORT CAUSES MERRIMENT 





Belief in Newark That Wrangle About 
County Property is Over for Time 
Being 





After T. C. Moffatt had read a synop- 
sis of his original report to the Essex 
County Insurance Commission at the 
court house in Newark, Frank E. Dav- 
enport, of T. W. Griffith & Co., set off 
some political skyrockets that glowed 
fitfully but get neither him nor any- 
body else anywhere. 

The hearing on the placing of addi- 
tional insurance on county property 
ended with nothing definitely changed 
and left only the general impression 
that public or political clamor had been 
assuaged in the controversy ever the 
manner in which the imsurance had 
been placed. It is thought that the 
entire matter will now soon be for- 
gotten. 

Five months ago Mr. Moffatt was 
called by the commission to investi- 
gate all insurance on county property. 
He made a valuable report and enjoys 
the full confidence of the commission, 
which has adopted his recommenda- 
tions. 

New Insurance Placed 

November 12 approximately $1,290,- 
(00 of additional insurance was placed, 
$477,000 of which is on property pre- 
viously uninsured. 

Frank E. Davenport, who is chair- 
man of the Republican County Com- 
mittee, was on his feet as soon as Mr. 
Moffatt finished. He said his sole pur- 
pose was “to defend the fair name of 
the Republican Party.” He accused 
the commission of negligence in not 
bFaving an expert appraisal of all coun- 
ty property by Ben F. Robinson, or a 
man like him. Everybody agreed that 
Ben is an expert. Davenport extolled 
Moffatt as an insurance man but as- 
sured him positively that he knows ab- 
<olutely nothing about buildings. He 
told Gus Lacombe, of the commission, 
the same thing but Gus retorted: “I 
refuse to let you bullyrag me.” Dav- 
enport complained that this matter nas 
leen hanging fire for five months; that 
the commission has been acting se- 
cretly; that he had not been advised 
of what was going on and that an ap- 
praisal could have been had for $2,500. 
The Chair ignored his questions and 
referred him to Moffatt’s report. In 
answer to questions by Davenport, 
Moffatt said he was “not there on 
trial.” 

Over or Under, Which? 


Davenport declared letters from the 


commission advising him of meetings 
were not received at Republican head- 
quarters because, he said: “I do not 
£0 there often.” He charged the com- 
niission with insuring foundations, ex- 
cavations and underground piping. In- 
surance men admit that such was the 
case under the old insurance but is not 
so now. From first taking the position 
that county property is now over-in- 
sured because an appraisal had not 
been made—when Secretary Hoadly, of 
the American, told something of re- 
placement values—Davenport veered 
about to the position that an appraisal 
should be made because county prop- 
erty is probably under-insured. He 
finally became amicable, agreeing that 
if the present situation were regarded 
ws temporary and an appraisal made in 
200d time he would be satisfied. He 
advocated issuing $400,000 of bonds to 
provide an insurance fund that would 
make the county independent of stock 
companies. 

The commission explained how it had 
estimated present values of old vron- 
erty, which appeared to most of those 
present to be reasonable and safe. 


Mr. Hoadly defended the commission, 
saying it did right in acting promptlv 
‘n Mr. Moffatt’s report. Davenport tried 
to corner Hoadly on what he knows of 
values but Hoadly replied smilingly: 
‘I do not wish to get in that seemingly 
large class present—those who know 
all about insurance but nothing of 
buildings.” Frank Heller told of the 
difficulties in estimating present values. 


Charles Dodd struck powder when he 
mentioned destructible value, declar- 
ing that on that basis the court house 
is probably over-insured now. It gave 
Davenport a new angle and he switched 
back to over-insurance. Henry Trimpi 
and Louis Lipman said that anybody 
who can correctly estimate destructible 
values is worth $1,000,000 a year and 
that they never heard of anybody who 
could appraise on that basis. 


Charles W. Pilgrim. county counsel, 
explained the law under which the in- 
surance commission and the insurance 
fund operate; said that he advised the 
commission to act as it did; that an ap- 
praisal would cost $5,000 and take a 
year maybe, as nobody could be had 
to work on it steadily until finished 
and that after hearing Mr. Moffatt’s 
report an emergency was considered 
to exist. 





H. V. SMITH MARRIED 

Harold V. Smith, manager of the 
Franklin Fire for Philadelphia and sub- 
urban territory, on November 12 married 
Miss Alice E. Davison at the bride’s 
home in Augusta, Ga. Mr. and Mrs. 
Smith will reside in Philadelphia after 
they have returned from their honey- 
moon. 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 
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INSURANCE COMPANY 


OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5.38 2,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 





FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
ASTNA CASUALTY & SURETY CO. 
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Hsurance (0. 


OF NEw HAVEN. CONNECTICUT. 
RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 
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LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 
Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., Ltd. of Lon 

New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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Re-insurance Principle 
But Little Understood 


HURT BUSINESS 





PRESENT LAWS 





After Year in Europe, J. R. Brennwald 
Tells What He Believes Should Be 
Done in America 





J. R. Brennwald, vice-president of 
Wemple & Company, Incorporated, New 
York, has been in Europe for more than 
a year, during which he has studied 
carefuily the re-insurance situation. His 
are on this subject he has conveyed 

>» The Eastern Underwriter. These are 
nr impressions: 

It is very encouraging to see that in- 
surance departments of a number of 
states are beginning to become more in- 
terested in the re-insurance situation 
here and abroad, and I would be very 
pleased to give information as to my 
own experience abroad and my opinion 
of what should be done at once to finl 
means and ways to facilitate re-insur- 
ance undertakings here and in Europe. 

First of all, we need the co-operation 
of the insurance departments; this is 
essential. 

As a matter of fact, a number of 
American insurance mena visited Europe, 
some of them for a few weeks, and most 
of them without the knowledge of peo- 
ple and language over there, and a 
great number of them having only a very 
faint idea of re-insurance, if any at all. 
It was impossible for such men to obtain 
in the shert time they were over there 
even a slight acquaintance with the re- 
insurance situation in Europe. Without 
doubting their abiliiy, I am convinced 
that their efforts to investigate were 
fruitless. I remember several cases 
where I was asked by French managers 
to act as interpreter between them and 
an American visitor. Each time 1 
found that the visitor in question had 
only a very vague idea of re-insurance, 
if any at all, and under such conditions 
there was no chance for him to convince 
the Frenchman or obtain his confidence. 

I have been in Europe over a year, 
and have, during this time, not only 
visited with few exceptions, almost 
every manager of fire insurance and 
re-insurance companies in France, 
Switzerland, Italy, Spain and Portugal, 
but I have also been in constant touch 
and communication with European re- 
insurance experts as well as with the 
government insurance authorities of 
several countries, and I can, therefore, 
honestly claim to be really and thor- 
oughly acquainted with the present re- 
insurance situation in Europe. 

- It is astonishing how ignorant here, 
and even in Europe, many insurance 
men are as far as re-insurance is con- 
cerned. Even at the present time it is 
still unknown to the average insurance 
man what great profits were realized 
from. re-insurance, and this is one rea- 
son why most insurance men were not 
interested, and are interested, today 
even, only to a small extent. 

Germans Concealed Facts 

The Germans who controlled the en- 
tire re-insurance inarket until the be- 
ginning of the war were very clever in 
concealing the facts, well knowing that 
by doing so they would stay master of 
the situation. But this is no reason 
why we should not take the opportunity 
now, and by working in co-operation 
with our government and our friends 
and allies over there, taking control of 
the business on this side as well as on 
the other side of the Atlantic, finding 
means and ways to facilitate the inter- 
national re-insurance exchange, that 
means to facilitate the entry in the 


United States of allied and neutral com- 
panies and vice versa, American com- 
panies in Europe. This should be done 
at once; it is a patriotic duty which, if 
effected, will be of great benefit in the 
interest of our countries; it is even a 
necessity from a commercial and in- 





dustrial standpoint. There is a great 
number of old European companies, cor- 
porated under the laws of their coun- 
tries in perfect financial standing with 
an old established reputation, but un- 
able to overcome the difficulties which 
confront them at the present time, and 
under the present conditions as regards 
the transfer of the enormous deposits 
requested by several of our states. Most 
of these companies are desirous of en- 
tering the states, but are prevented from 
doing so for the above-mentioned rea- 
sons. 
Wou!d Reciprocate 

The governments of European coun- 
tries have usually accepted the home 
office assets of an American company 
as a guaranty for her engagements and 
liabilities in Europe, but seeing that 
such treatment was denied their own 
companies in America, they have now, 
in reciprocity, started to request from 
American companies a deposit in pro- 
portion to the deposit in America of a 
foreign company, thus preventing Amer- 
ican companies from entering Europe. 
This is perfectly fair and it is up ‘o 
our government to better conditions in 
accepting the home office assets of a 
foreign company as a sufficient guar- 
anty for her engagements in America, 
in which case, I am advised, the 
French and other allied governments 
will immediately allow the entry of 
American companies under the same 
conditions. The French, for instance, 
need re-insurance facilities as badly as 
we need them. 

Re-insurance is for reasons I have al- 
ready stated in another article, interna- 
tional; in fact, it has become an inter- 
national necessity. 

I have before me a statement show- 
ing that seven German companies in 
six years have realized (from 1910 to 
1916) a gain in assets of $19,444,021. 

The same results they obtained in 
France. What are we waiting for? Our 
opportunity is here. They wait for us 
over there to extend our hand across 
the ocean. I am in possession of the 
figures of the situation and reputation 
of almost every company in the coun- 
tries I visited. I obtained information 
also as to their willingness to establish 
business relations with America and I 
believe it is now the duty of the in- 
surance departments of the states to 
find an early solution. 

I know quite well that the present de- 
posit requirements are regarded also as 
a protection against the entry of small 
unimportant companies, but as it is, it 
is also preventing the American com- 
pany from participating in the interna- 
tional exchange. 

Some of the European governments 
require from another European com- 
pany a small deposit which is so unim- 
portant that it cannot be compared with 
the considerable deposit required here, 
making exchange of business a very 
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based on its home office assets which 
ihey are allowed to advertise. 

The present situation is absolutely 
not in the interest of our country; it is 
a handicap for our foreign commercial 
relations. 

May this help to induce the insurance 
departments to take action at once in 
this respect. I shall gladly co-operate 
with them. It would be very regrettable 
if time should be allowed to pass and 
take with her the golden opportunities. 





SPRINKLER HEAD TESTED 

In a recent test of the “Conrad” 
sprinkler head, two heads were placed 
under water for one month and twenty 
days, and at the end of that time it was 
found that neither of the heads shewed 
the slightest trace of corrosion. 

One of the first 1920 calendars to ap- 
pear is from Percy J. Jackson, asso- 
ciated with Grill & Reichert, 73 Nas- 
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The real strength of an insurance com- 
pany = in a a of its man- 
“agement, and the management of .THE 
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the security of its policy. 

R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, ‘Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 
































nage“ br yeti. Dngland sau Street. It is a large wall calendar 9 WILLIAM STREET, NEW YORK 
or France is admitted on a statement with three months on each sheet. 
PHILADELPHIA 
SATISF 
ADEQUATE = CLARENCE A. KROUSE & CO. | SATISFACTION 
LOCAL AND GENERAL AGENTS 
ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 





PENNSYLVANIA NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 














EQUITABLE UNDERWRITERS of New York 
FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico 





Home Office: 68 William Street 











_—— 





November 28, 1919 


THE EASTERN 


UNDERWRITER 18 





Standard Motor Form 
Changed But Slightly 


WHERE ALTERATIONS APPEAR 





Warranties, Abandonment, Limitation 
of Use, Salvage, Proof of Loss 
and Subrogation Revised 





Few changes have been made in‘ the 
proposed standard automobile fire pol- 
icy since a draft was submitted to. the 
National Convention of Insurance Com- 
missioners in Hartford in September, 
when the form was published in The 
Eastern Underwriter. 

Now, after more than two months, 
the new draft, as agreed upon by rep- 
resentatives of the Conference and a 
special committee of insurance com- 
missioners, has been presented and 
it will be recommended for adoption at 
the December meeting of the National 
Convention. If that body approves the 
form individual commissioners will be 
requested to urge its enactment into 
law in their respective states. Stand- 
ard riders and endorsements are be- 
ing prepared for submission to the com- 
missioners fog approval along with 
the policy. 

The new form is the same as pub- 
lished in The Eastern Underwriter of 
September 12, except in the following 
particulars: 

Under “Perils Insured Against” the 
theft clause is left out altogether, so 
that it may be covered by endorsement 
or rider. 

“Warranties by Assured” have been 
changed. The new clause reads: “The 
assured’s occupation or business where 
the subject of this insurance is used 
in connection therewith, the descrip- 
tion of the automobile insured, the facts 
with respect to the purchase of same, 
the uses to which it is and will be put, 
and the place where it is usually kept, 
as set forth and contained in this pol- 
icy, are statements of facts known to 
and warranted by the assured to be 
true, and this policy is issued by the 
company relying upon the truth there- 
or.” 

In the first Craft this clause read: 
“The assured’s cccupation or busines¢, 
the description of the automobile in- 
sured, the facts with respect to the pur- 
chase of the same, the uses to which it 
is and will be put, and the place where 
it is usually kept, as set forth and con- 
tained in this policy, are statements 
of facts known to and warranted by 
the assured to be true, and this policy 
is issued by the company relying up *n 
the truth thereof.” 

The clauses “Property Excluded,” 
‘War, Riot, Etc.,” “Other Insurance,” 
“Cancellation,” “Limitations of Liabil- 
ity and Method of Determining Same” 
remain unchanged. 

“Abandonment” in the new form is 
described: “It shall be optional with 
this company to take all or any part 
of the property at the appraised value 
where appraisal is had as hereinafter 
provided, but there can be no abandon- 
ment thereof to this company; and 
where theft is insured against the com- 
pany shall have the right to return a 
stolen automobile or other property 
with compensation for physical dam- 
age, at any time before actual payment 
hereunder.” 

In the first: form the abandonment 
clause read: “It shall be optional with 
this company to take all or any part of 
the property at the appraised value 
where appraisal is had as hereinafter 
provided, but there can be no abandon- 
ment thereof to this company; and the 
company shall have the right to return 
a stolen automobile with compensation 
for physical damage, at any time be- 
fore actual payment hereunder.” 

The following clauses are unaltered: 
“Loss for Which Bailee for Hire is 
Liable,” “Noon,” “Misrepresentation 
and Fraud,” “Title and Ownership,” 
“Encumbrance.” 

As to “Limitation of Use,” the new 
form reads: “While the automobile 
described herein is frequently or habit- 
ually used as a public or livery convey- 


ance for carrying passengers for com- 
pensation, and for one week after the 
termination of said use; or while be- 
ing rented under contract or leased, or 
operated in any race or speed contest”; 
whereas the old form specified: “While 
the automobile described herein is in 
frequent and habitual use as a public 
conveyance for carrying passengers for 
compensation, and for one week after 
the termination of said use, or rented, 
or leased or operated in any race or 
speed contest.” 

Under “Protection of Salvage,” the 
new Clause is the same as the old, ex- 
cept that the following has been added: 
“Provided, however, that this company 
shall not be responsible for the pay- 
ment of a reward offered for the re- 
covery of the insured property unless 
authorized by the company.” 

Under “Notice of Proof of Loss,” the 
words: “shall give immediate notice” 
have been changed to: “shall give 
‘orthwith notice.” In the new form the 
assured is required to give the “place, 
time and cause” of the loss or damage, 
whereas in the old form “place” was 
left out. 

“Appraisal,” “Subrogation” and “Suit 
Against Company” are unchanged. Un- 
der “Payment of Loss,” “satisfactory 
proof of loss” has been changed to 
“verified proof of loss.” 











National Liberty 


INSURANCE COMPANY 
OF AMERICA ., 
NEW YORK 


Incorporated Under t the Laws of the 
State of New York in 1859 


Statement, January 1, 1919 


Cash Capital ........$1,000,000.00 
ere pies een 9,609,646.00 
Liabilities, including 

| eae 7,214,228.11 


Net Surplus ........ 2,895,417.89 
Surplus to Policy 
BEND Sv aicrecaaes 3,395,417.89 
HEAD OFFICE 
62 WILLIAM STREET, NEW YORE 














GreatAwmerican 
Insurance Company 


New Pork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$105,437,708.58 
@TATEMENT JANUARY 1, 1919 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


15,231,512.92 


T SURPLUS 


10,61 9,509.09 
30,851,022. O T° 


"Includes $134,574.96 Excess Deposit in Canada 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1918 


United States Government Liberty Loan bonds owned 
by the Company exceed its entire capital stock of 
$5,000,000—a striking indication of true patriotism 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H, SAGE, Gen’! Mér. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Ill. 

Boston Office 


ROGERS & HOWES, Managers 
| 4 Liberty Square, Boston, Mass. 
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Much Work Ahead For New York Men 


(Continued from page 1) 


company delegate to one or more of 
your field men traveling the State of 
New York, the responsibility of prepar- 
ing a talk on one of the subjects enu 
merated below, so that upon the accept- 
ance of this responsibility and comple- 
tion of preparation, the field man will 
be in a position to accept an invitation 
from these local associations to address 
them at a meeting which will meet with 
the speaker’s convenience, and _ not 
entail too great an expense upon the 
company which he represents, it being 
distinctly understood between the 
speaker and the association inviting 
him, that he will appear as a guest 
of the local associations, whose sole 
purpose is to instruct in the principles 
of the topic he is to cover, as to its 
theery, practice and selling possibili- 
ties: never in any sense to be heckled 
or annoyed by outside discussion irrel- 
evant to the subject under considera- 
tion 

“It' is suggested that 
topics be considered: 

“Use and Occupancy; 
Commotion. 


the following 


Riot and Civil 


“Co-insurance—Its History and Ap- 
plication; What Insurance Agents 
Should Know About History and Prac- 
tice of Schedule Rating. 

“Obligations of the Agent to His 
Company; Embarrassments Which Ag- 
ents Could Prevent in Loss Adjust- 
ments by Proper Underwriting. 

“Fire Prevention. 

“Selling Arguments for Use in Com- 
petition of Stock Against Mutual Sys- 
tems. 

“Efficiency in General Office Work. 

“Development of miscellaneous lines 
such as parcel post, registered mail, 
sprinkler leakage, tornado, tourist float- 
er, etc. 

“This letter is being addressed as a 
preliminary, to ten of the leading fire 
insurance companies, doing business in 
this state, with the request that if 
they concur, they make their nomina- 
tions as to speakers and subjects to this 
office. 

“With most sincere appreciation for 
your co-operation, I am, 

“Very truly yours, 

“FREDERICK V. BRUNS, President.” 

Casualty Subjects Suggested 

In the letter to casualty companies, 
which is the same in substance as the 
fire company letter, these subjects are 
suggested for consideration: 

History and Practice of Schedule and 
Experience Rating. 

Embarrassments Which Agents Could 
Prevent in Loss Adjustments by Proper 
Underwriting. 

Selling Arguments for Use in Compe- 
tition of Stock Against Mutual and State 
Fund Systems. 


Development of Miscellaneous Lines 


Such as Accident and Health, Boiler 
und Plate Glass. 
Co-operation Between Agent and 


Company in Safety First Methods. 
What the Agent Should Know About 
the Standard Compensation Policy. 
What the Agent Should Know About 
the Standard Automobile Liability Pol- 
icy. 
The Syracuse meeting was weil ai- 


tended. Forty-two county chairmen 
were present, representing some 38 
counties. Sentiment is strong for a 


paid secretary to handle the Associa- 
tion’s affairs in the state. The com- 
mittecemen want to see the graded dues 
system in operation as soon as possible. 
This question would not ordinarily 
come up until next June, but so thor- 
oughly alive are Association men te the 
necds of the organization that it is 
hoped a way to obtain needed additionai 
junds will be developed before next 
spring. At any rate, they wish to see 
the paid secretary system established. 

The question came up of whether it 
would not be possible to have a paid 
secretary who conld cover’ several 
states, say New York, New Jersey and 
Pennsylvania, It was demonstrated 
that Virginia, which has a paid secre- 


tary, keeps him fully and profitably 
occupied, and that as New York is 
much larger than Virginia, the tri- 


state proposition Would probably prove 
unsatisfactory. This meeting was 
called to find out what can be done to 
make the Association increasingly help- 
ful to members and also to acquaint 
members with the practical uses of the 
Association. 
Local Competitions Planned 

Another idea with big possibilities 

calls for selling talk competitions among 


local men, who will prepare live ad- 
dresses on vital insurance problems. 
Substantial prizes will be given for 


success in this work; not mere bric-a- 
brac to set on the mantel, but prizes 
running into real money in substantial 
sums. For example, for competitive pur- 
poses the several large towns will be 
paired as follows: Buffalo-Rochester; 
Syracuse-Utica; Albany-Troy; Bingham- 
ton - Elmira; Newburgh - Poughkeepsie. 
The winners in these local contests will 
be the runners-up in the finals to be held 
at the annual convention in Syracuse 
next June, furnishing a big card for that 
meeting; as the contestants for these 
selling talks will be the men who have 
been successful in the local competi- 
tions. 
BILLMAN BUYS BUILDING 

George W. Billman, prominent insur- 
ance agent of Reading, Pa., purchased 
a store property at Eighth and Penn 


streets, Reading, at a cost of $100,000. 





PRANK B. MARTIN, Asst. Manager. 
Assets, $2,144,572.69 


THE YORKSHIR 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
AND EXPLOSION INSURANCE 
U. S. BRANCH, 8 Maiden Lane, New York. 
FRANK & DUBOIS, United States Managers. 


INSURANCE CO., LTD. 
OF YORK, ENGLAND 
Established 1824 


ERNEST B. BOYD, Underwriting Mgr. 
HARRY F."WANVIG, Branch Secretary. 
Surplus, $1,023,469.75 
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WM. BR, CLARK; President 


One Hundréd. Years of Service 
Losses Paid over $174.000,000 
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Obviously business relations are but temporary when other than 
pleasant and satisfactory. 

Promises had something to do in inducing Five Thousand men to 
sell NATIONAL UNION Insurance. But promises alone would never 
have retained their services. 

Working with the NATIONAL UNION enthusiastically---loyally---the 
retention of these Agents bespeaks falthful performance on our part. 
It reflects satisfaction---service---good will. 

Agents interested in additional capacity with service of excep- 
tional merit will do well to investigate the excellent facilities and 
good treatment accorded by the NATIONAL UNION, which has proved 
its desire to serve faithfully and well. 

With nothing to lose and something to gain, WHY delay? 

CASH CAPITAL, $1,000,000. 
SURPLUS, $959,552. ASSETS, $5,524,294. 
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GEORGE SHAW, 116 Milk St., Boston, Special Agent NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 
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| BROKERS’ ACTIVITIES 

















To Be Fire Insurance Advisor 
Ward V. Bergen, a counter man for 
the North British, is leaving on Decem- 
ber 1, to become fire insurance advisor 
to the Union Carbide. and affiliated 
companies. He has been with the 
North British company for 14 years 

and counter man for the last seven. 

* ” * 


After Railroad Lines 

The first of January mears a good 
deal to the brokers, as on~that date it 
is expected that the government wil: 
turn the railroads back to the private 
owners. For the past few years the 
brokers have been getting no revenue 
from this source, and several offices are 
making plans to secure the lines as soon 
as the government turns them back. 
Railroad schedules are good business, 
both from the standpoint of the com- 

pany and the brokers. 

* + * 


To Go With Merchants 


Albert J. Roberts, for three years 
assistant to Harry: Youmans, of the 
Hartford, has resigned to g9 with the 
Merchants Assurance. Mr. Roberts was 
over in France for 22 months with the 
army, and before going with the Hart- 
ford was for six years with Crum & 
Forster. Mr. Roberts will assist Joseph 
J. Leffson in the brokerage department 
of the Merchants. The change will 
take place on the first of December. 

+: * * 


New Name Suggested 


In the midst of the trouble in select- 
ing a name for the City Insurance Club, 
it has been suggested that they call it 
the Riot and Civil Commotion Club. 
Probably the man who suggested this 
had been blackballed. 

* ¢ 8 


United Hospital Drive On 

At the Brokers’ Association head- 
quarters in John Street Secretary Har- 
ris is still engrossed in the charitable 
work of that organization. The Red 
Cross drive is finished. Eighty-six in- 
surance offices were enrolled as annua) 
contributors. More than sixty offices 
reported 100 per cent of their staffs en- 
rolled. No sooner was the Red Cross 
work out of the way than the brokers 
began the annual drive for the United 
Hospital Fund. Reuben E. Kipp is 
chairman of the committee working on 
this drive. The committee itself con- 
tains many familiar names and Willard 
Brown is captain of the forces behind 
this good work. 

* + es 


Big Demand for Tobacco Insurance 


During the war it was thought that 
tobacco insurance business had reached 
its zenith, but the increase in values 
has made the demand for this insurance 
as heavy as ever. 


SUBURBAN CLUB LUNCH 





Nineteenth Monthly Meeting of Joyous 
Organization to Be Held at 
Downtown Association 





The Suburban New York Field Club, 
which is growing so fast that invita- 
tions to its monthly meetings and 
lunches are in demand, will have its 
nineteenth meeting at the Downtown 
Association on December 1. At the 
last meeting resolutions covering the 
ethics of special agents were adopted, 
following an address by Sid Kennedy, 
of the Fidelity-Phenix. The ethics res- 
olution has not been made public yet. 

At the forthcoming meeting J. F. 
Van Riper, branch secretary of the 
Norwich Union of Philadelphia, will de- 
liver an address on “Some Fundamen- 
lals of Success.” 

In the invitations to the meeting 
Secretary Ryan concludes by saying: 
“Plenty of turkey and a_ pleasant 
Thanksgiving to all.”’ No one but mil- 
lionaires belong to the club: so the 
“turkey” wish will be carried out. 


PERRIN GIVEN DINNER 


Tonight E. J. Perrin, Jr. will be given 
a dinner by his former associates in the 
New York branch of the Aetna com- 
panies, he having been transferred to 
Hartford where he is manager of the 
transportation and inland marine de- 
partment. Mr. Perrin possesses a per 
sonality which endeared him to a large 
number of his friends and acquaintances 
in New York and there are many who 
sincerely regret his change of head- 
quarters. He began his insurance work 
with a company in New York, going from 
there to Weed & Kennedy and then to 
the Aetna, in charge of the miscella- 
neous lines department. He became as- 
sistant superintendent of the automo- 
bile and inland marine lines, of which 
he was later joint manager with Eid- 
mund §. Ely. Mr. Perrin is secretary 
of the Postal Insurance Underwriters’ 
Conference. 





OLD COLONY’S INCREASE 

By vote of the stockholders the capi- 
tal stock of the Old Colony was in- 
creased on November 1, 1919, by the 
sale of 4,000 additional shares of stock 
at $200 per share, thereby increasing 
the capital and surplus $800,000 and 
giving the company, based on the July 
1, 1919, statement: Reserves, $1,412,- 
600; capital, $1,000,000; surplus, $1,151,- 
000; assets, $3,563,000. 

A considerable portion of the addi- 
tional $800,000 has already been in- 
vested in United States Government 
securities. 


WOULD ENTER CONFERENCE 

The London & Scottish Assurance, 
New York, has applied for membership 
in the National Automobile Conference 
and all the local conferences. 
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Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 


United States Branch 
92 William Street, New York 

















Firemen’s Insurance Co., Newark, N. J. 


January 1, 1919 
SE can acid coneeseesewes $1,250,000.00 
I a. 0 nb Ade ahem eae ea $2,246,144.00 
SURPLUS TO POLICYHOLDERS. $3,496,144.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 














Greater Capacity for Local Agents 








Use our unlimited capacity and wide experience for placing additional lines 
of insurance beyond the capacity of admitted companies. 
Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. Immediate telegraphic 
binders given. 


MARSH & MCLENNAN 


Insurance Exchange 
CHICAGO 


80 Maiden Lane 1615 California St. 114 Sansome St. 107 S. Fifth St. 
NEW YORK DENVER SAN FRANCISCO MINNEAPOLIS 
901 Ford Bldg. 302 West Superior St. 263 St. James St. 


23 Leadenhall St. 
DETROIT DULUT MONTREAL LONDON 


The Best there is 


in Insurance Service 

















207th Year 


ger || WESTERN 


ASSURANCE CO. 
INSURANCE OFFICE OF LONDON OF TORONTO, CANADA 


FOUNDED 1710 Fire, Explosion—Riots, Civil Commotions 
UNITED STATES BRANCH: and Strikes—Marine and Tornado 


° Insurance 
54 Pine Street - New York UNITED STATES BRANCH 
WESTERN DEPARTMENT: 


January 1, 1919 


> AOD. cccccescoresscovesocsvecess $4,693,580.53 
76 WEST MONROE ST., CHICAGO. Surplus in United States........ 1,733,616.33 
PACIFIC DEPARTMENT: Total Loss-s Paid in United 
N. W. Cor. Sansome & Sacramento Sts. = allele: BY 


San Francisco, Cal. W. B. MEIKLE, President 




















Sian Francisco Losses 
‘Amounting to $4,522,905.00 

paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool. 


U. S. Cash Assets, 


Dec. 31, 1918.... $17,083,985.30 
I ocavccices 4,880,795.09 
Losses Paid by Chi- 

cago Fire, 1871.. 3,239,491.00 
Losses Paid by 

Boston Fire, 1872 1,427,290.00 


Losses Paid by Bal- 


timore Fire, 1904 1,051,543.00 














“The Great Fire Insurtuince Company of the World” 





of Liverpool, England 


OVER 
$160,000,000.00 


Paid in the United 
States 


Losses 


HUGH R. LOUDON, 
Manager 


J. B. KREMER, 
Deputy Manager 


T. A. WEED, 


ppent sranelinet Agency Superintendent 
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Discusses Auto 
Finance Companies 


GET BEST OF IT IN RATE 








Boston Man Thinks Situation Needs 
Correction and Asks Number 
of Questions 





Insurance being placed by automobile 
fiuance companies and the general ques- 
tion of “automobile financing,” are dis- 
cussed in a letter sent to The Eastern 
Underwriter, which comes in an en- 
velope, marked “ National Acceptance 
Corporation,” of Boston, The letter in 
part follows: 

“It is felt that many of the companies 
handling this class of insurance have 
low rates, companies would make a try 
class never goes begging for a com- 
pany to take the risk. In former years, 
when the finance company demanded 
full coverage collision at ridiculously low 
rates, companies would make a try at 
at it until they felt the pressure, but ow- 
ing to their contract they he'd on until 
they lost money before they could can- 
cel their policies. The form of contract 
that is written is different than that 
sold to the usual purchaser of insur- 
ance, and it is there that the companies 
are able to word their contracts 80 
that they are not issued in violation of 
the agreements and rules of the various 
conferences. For instance, who ever 
heard of a company issuing a policy to 
a car owner with a deductible clause 
on the fire portion of the policy cover- 
age. The conferences have prescribed 
certain forms and as long as those forms 
are used the conference comparies must 
comply with the rules for that form. 
There is nothing in the rules which says 
the companies cannot issue other 
special forms of policies and in that 
way they do not violate their confer- 
ence agreement. 

“The question then is, who is writing 
this insurance for these finance com- 
panies? The company writing it knows, 
and also the company buying the insur- 
ance. Few of the purchasers of the 
cars on time know the company insuring 
their cars. They are advised by the 
finance company that insurance has 
been secured, and a certificate is issued 
to that effect by the finance company. 
These finance companies are able to 
make contracts with the companies for 
a large volume of insurance and in so 
doing secure a low rate. You ask, how 
can that be done? It would seem very 
easy. The brokers who handle this 
class of insurance know their market. 
Usually the finance companies employ 
experts in their lines to handle their 
several departments. It is so in their 
insurance departments. Only recently 
a new ilnance organization, organized 
in Boston, engaged the services of a 
recognized insurance statistician as 
manager of their insurance depart- 
ment and statistician. These com- 
panies realize the necessity of experts 
and are not afraid to pay for them. 

Averaging the Premium 


“Did you ever realize that the insur- 
ance companies’ statements do not show 
a fair average of premium for the 
volume of cars built. The premiums 
secured by the fire insurance companies 
last year approximated $20,000,000 for 
fire, theft, property damage and colll- 
sion. Try and consider what the pre- 
mium would be for the fire alone and 
the insurance involved. Then, take for 
comparison sake, 360,000 Fords at $400 
apiece, or $144,000,000, which would 
give you a premium income for fire and 
theft of approximately $9,000,000, and 
that for the new cars produced during 
one year. Go right down the line; fig- 
ure the approximate value of produc- 
tion and the rate and average what the 
premium income should be. 

“These finance companies finance the 
manufacturer from the time the cars 
are manufactured until they are 
turned over to the actual user of the 








S.T.RENGTH 


HENRY J. HOUGE, J. H. VREELAND 
Assistant Secretaries 





INTEGRITY SERVICE 





A BROAD UNDERWRITING SERVICE TO AGENTS 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 


JAMES H. BREWSTER, Mer. 
Hartford, Conn. 








car. That means they first finance the 
distributor; then the dealer; and then 
the purchaser. That means three pre- 
miums; also three amounts at risk. 
Certzinly, none of the companies show 
the large volume of business written 
unless the business is written at such 
low rates that the premium income does 
not reflect the actual amount at risk. 
Where, then, does the business go? 
“What is the reason why companies 
are not getting a larger volume of busi- 
ness. Is the rate so high that the 
insuring public will not purchase insur- 
ance on cars? If a larger volume of 
business were written, could the com- 
panies reduce the rates? It is a fact 
that the man who carries full coverage 
collision insurance has learned by ex- 
perience that it is to his advantage to 
carry such insurance. He is the man 
having the losses; also, he is the inar 
paying the premium. Likewise, he is 
the man making the rates. How can 
that be changed? From a statement 
recently made by a purchaser of an 
eutomobile on time, he could save 
money by purchasing a car from a fi- 
nance company, for the reason that the 
insurance was so low, or, in other 
words, he could secure his car fully 
covered by insurance at less cost to 
himself than if he purchased the car 


for cash and purchased the insurance 
from the company himself. You may 
ask vourself how can that be; yet it is 
so. Go to one of these finance com- 
panies. See what they will charge you 
by their plan. See what you would 
huve to pay for the insurance in a con- 
ference company. Figure the interest 
that you could make on the money if 
allowed out at 6 per cent for the ten 
months that the finance company would 
give you to pay the balance. What is 
the result? You have had the use of 
the car and the use of your money and 
been fully protected. 

“Where, then, is the fault with the 
insurance business? Is it that the busi- 
ness is not handled properly? Have 
the companies built up their automobile 
business on the same lines as they did 
their fire business? Have they secured 
the trained underwriter to handle their 
automobile departments or have they 
secured the services vf some ex-me- 
chanic who knows more about the auto- 
mobile than the ethical conditions of 
the insurance business? How many exy- 
perienced insurance men are today in 
charge of the insurance end of the auto- 
mobile departments of the insurance 
companies? Are the methods as adopt- 
ed by the companies such as they will 
ever make the business pay? Are the 
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“AMERICA FORE” 
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The Oriental Phenix of ancient fable had its day only 
once in 500 years, when it rose, from the flames of its pyre, 
to renewed vigor for five more centuries. 


The American Turkey has its day once in every year, on 
the last Thursday in November. 


The FIDELITY-PHENIX, an American institution, has 
its day every day in every year, and its record for fair deal- 
ing is a perpetual cause for Thanksgiving on the part of 


the Agent who represents it. 


FIDELITY - PHENIX 


Fire Insurance Company of New York 


Cash Capital, $2,500,000 


HENRY EVANS, President 


HOME OFFICE: 


80 Maiden Lane, NEW YORK 


CANADIAN DEPT.: 
W. E. Baldwin, Manager 
17 St. John Street, 
MONTREAL 


PACIFIC COAST DEPT.: 

Cc. E. Allan, Secretary 

Insurance Exchange Bldg., 
SAN FRANCISCO 


FAMOUS for FAIR DEALING 


WESTERN DEPT.: 
C. R. Street, Vice-Pres., 
137 S. La Salle St., 
CHICAGO 


principles correct? Who has given the 
subject the attention from either the 
statistical or moral basis? Certainly 
these finance companies seem to have 
given the subject far more study than 
the companies and therefore are able to 
induce the companies to handle their 
business. 

“What is wrong with the business? 
Is it the method, the companies or lack 
of experience? Who can solve the 
problem?” 


GOLF TOURNAMENT 








New York Fire & Marine Association 
Matches at Raritan Valley; W. T. 
Glenney Wins Championship 





The annual fall tournament of the 
New York Fire & Marine Insurance 
Golf Association, held at the Raritan 
Valley Country Club, was well attended. 
The main interest was centered on the 
match for the Championship Cup, of- 
fered by Wallace Reid and held at the 
time by Gardiner W. White. The con- 
ditions stipulate that to become a per- 
manent owner of the cup it must be won 
three times. The winner at the tour- 
ney was W. T. Glenney, who also re- 
ceived a gold medal which he will be 
permitted to keep. The other events 
were the 18-hole medal play handicap, 
with two classes A and B and the 18- 
hole best ball four ball medal play 
handicap. The prizes were awarded in 
each case to the player or team making 
the lowest net score. The first prize in 
class A, was won by Harry Bariey, 
president of the association, with E. 
Lewis second. In class B Wilfred Gar- 
retson won, with John Williams second. 
The four ball match was won by Charles 
Dodd and Robert O’Gorman, with 
Charles E. Tyner and E. G. Snow, Jr., 
second. The putting contest was won 
by Thomas Allen. 

At noon a luncheon was served to 75 
members, and about 55 stayed to the 
dinner at night at which the prizes were 
awarded. At the dinner speeches were 
made by the president and others. 

It is now proposed to make the club 
permanent and to charge annual dues 
of $5, instead of $7. as it stands at pres- 
ent. The club has a membership of men 
from all branches of the insurance busi- 
ness. 





EXAMINERS CHANGE STATES 

The appointment of Harold S. Man- 
ning as special agent for Tennessee, for 
the Home, has caused several changes 
in the underwriting allocations of the 
Western Department. Mr. Manning is 
to assist State Agent Sherley, with his 
headquarters at Nashville. He is the 
examiner for Missouri and Indiana at 
present, and has been with the Home 
fifteen years. His assistant examiner, 
Bernard A. Olson, has been promoted 
to examiner with charge of the State of 
Missouri. Mr. Olson has been with the 
Home for some time and has amply 
demonstrated his qualifications for the 
position he will now occupy. The State 
of Indiana will be given to Louis Fisch- 
er, who is now the examiner for Min- 
nesota and North Dakota. Mr. Fischer 
has also been with the Home for some 
time and will now be the examiner for 
three states. 





SPRINKLER COST HIGH 

Walter G. Keyser, head of the sprink- 
lered leakage department of the North 
British and affiliated companies, has 
returned from a tour of inspection 
through the Middle West. Mr. Keyser 
reports that the ccal situation out there 
is bad, and the only reason that there 
has been no great number of freeze- 
ups, is that the weather has not set in 
cold. He says that few sprinkler sys- 
tems are being installed on account of 
the high cost of materials and installa- 
tion. The railways are burning a poor 
grade of coal in which there is a large 
quantity of dust and dirt. This causes 
the trains to run behind schedule. 
While in the West, Mr. Keyser attended 
the meeting of the Western field men of 
the North British and fleet. 
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CRANKED CAR; THINGS HAPPEN 





Gasoline Explosion; Eight 
Twenty-three Hurt; $100,000 Fire; 
Wheat and Flour Burn 





An associated press despatch from 
Hays, Kan., published in daily papers 
a few days ago has about as many argu- 
ments for various lines of insurance as 
could passibly be crowded into the 
brief space it took to chronicle the tale. 
Here it is: 

“The back-fire of a Ford car caused 
the explosion of a gasoline tank at a 
filling station here today, which took 
toll of eight lives and left three dying, 
twenty-three seriously burned, thirty 
others slightly injured and a property 
loss of $100,000. 

“The explosion occurred when Mike 
Weiner cranked his Ford automobile. 
It was followed by a fire which de- 
stroyed the garage, seven dwellings and 
the Farmers’ Elevator, in which 13,000 
bushels of wheat and 100,000 pounds of 
flour were stored.” 





WORLD AUXILIARY TO ENTER 





Marsh & McLennan to Manage for the 
United States—Not to Write 
Marine 





Marsh & McLennan have been ap- 
pointed United States managers for the 
World Auxiliary Insurance Corporation, 
Ltd., of London, which is to enter the 
United States for fire re-insurance. 

The World Auxiliary, Ltd., has an 
authorized capital of £750,000 in ‘£1 
shares of which 600,000 were offered at 
par. The amount of capital offered to 
the public was over subscribed nearly 
ten times. Shareholders of the World 
Marine & General Insurance Company, 
Ltd., took most of the stock, and it will 
he used to put the company on a firm 
financial basis in this country. 

Sir Arthur Lawley, a director of the 
Yorkshire, will be a director of the new 
corporation, as will several directors 
of the World Marine & General Insur- 
ance Company, Ltd. The business of 
the new corporation in the United 
States will be confined to fire, and ma- 
rine will not be written either direct or 
as reinsurance. 





DETROIT NATIONAL’S AFFAIRS 

At a meeting of the Detroit National 
Fire’s directors on November 20 it was 
decided to call a special mecting of 
the stockholders to vote upon the ques- 
tion of reducing the capital so as to 
correspondingly increase tbe small 
working surplus by transferring part 
of the present capital to surplus ac- 
count. 

“The statement of the company as 
of December 31, 1918, showed a surplus 
of about $21,000,” says the A. M. Best 
Company. “The company received as 
interest and dividends on its invest- 
ments about $15,000, and as commission 
upon the business reinsured in the 
Hartford Fire about $62,000. Adding 
these items to the surplus at the be- 
ginning of the year gives a total of 
about $98,000 as against the surplus 
shown as of June 30, 1919, of about 
$16,000. The decrease is accounted for 
in part by an increase of about $34,000 
in unearned premiums and loss re- 
serves, following a re-checking of the 
accounts by the present management, 
and an increase of about $17,000 in as- 
sets not admitted. Adding to the in- 
creases above mentioned the surplus 
shown in the June 30 statement gives 
a total of $67,000, which shows that de- 
spite the-large commission received on 
the business re-insured there was a net 
loss in operations of about $31,000 dur- 
ing the first half of the year.” 





BRITISH GENERAL APPOINT- 
MENTS 

The office of Bennet Ellison has been 
appointed to represent the British Gen- 
eral Insurance Company, Ltd., of Lon- 
don, for New York City. Henry W. 
Brown & Co. are the United States 
Managers of this company. 


Killed; - 


THE EAST TO FRONT AGAIN 





Looked for a Time That West Was 
Filling New High Executive 
Positions 





Among other angles the appointment 
of A. G. Martin to be United States 
manager of the Northern, following the 
appointment of Frederick W. Day to be 
manager of the Royal, was unusually 
interesting in view of the fact that for 
a time it looked as if the open high 
executive positions in the East were 
being filled by Chicago men. There 
was quite a string of Western appoint- 
ments and promotions for a time, in- 
cluding O. E. Lane as president of the 
Niagara, Hugh R. Loudon as United 
States manager of the Liverpool & 
London & Globe, Preston Kelsey as 
United States manager of the Sun, Fred 
W. Koeckert as vice-president of the 
Continental, and Fred Hubbard as vice- 
president of the Hanover. 





FIREMEN DROP UNION 





Declare That Organization Destroys 
Efficiency and Violates Oath to 
Protect Property 





The firemen of Jersey City. who had 
a union which they say they were 
forced into by the city administration, 
have disbanded it after adopting these 
resolutions: 

“The reason for taking this action by 
the firemen of Jersey City is that they 
find a unionized fire department de- 
stroys the efficiency and discipline of 
the department, and is also a detriment 
to organized labor, inasmuch as they 
cannot be true to the oath of the union 
and serve the city of Jersey City in the 
protection of life and property. 

“Any agitation or propositions advo- 
cated by any organization will be vig- 
orously opposed by this association.” 
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COMMERCIAL UNION ASSURANCE. CO. 


Limited of London 
United States Head Office 


55 John Street 














Capital: 
One Million Dollars 


C. P. STEWART, President 
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__F. L. BROKAW, Treasurer 
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New Jersey Insurance Co. 


Head Office: 
40 Clinton St., NEWARK, N. J. 


J. B. GUTHRIE, Secretary 
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OWEN TO SAIL 
E. Roger Owen, of the Commercial 
Union, sails tomorrow. 


U. O. Michaels, one of the best known 





Former New Jersey Senator Jona- ; . 
than H. Blackwell, president of the specials in the Middle Department, has 
Standard Fire, of Trenton, has died. become a member of Parr & Parr, a 
He was 78 years old. Baltimore agency. 

Fire Casualty Life 
RE-INSURANCES 
WILLIAM C. SCHEIDE & CO. 
(INCORPORATED) 


HARTFORD, CONN. 








Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 








CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland. 


FOUNDED 1605 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. 8. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





ARTHUR HOYT, Vice-Pres. _ 


WESTERN DEPT: Insurance Exchange Bldg., Chicago, Ill., H. H. INGALLS, Mgrs 
140 Sansome St., San Francisco, SEELEY and CO., Mgr 
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LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 











1 LIBERTY STREET 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 


Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N. Y. 
153 Remsen St. 
Tel. 25044 Main 


NEW YORK 


NEWARK, N. J. 
915 Clinton St. 
Tel. 614 Mulberry 


























General Insurance Agents 


Lines Accepted Up to 
$500,000 


Surplus 





Represent 
Eighteen Companies 





411-13 WALNUT ST. 
PHILA., PA. 








BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 
Toronto, Canada 


Fire, ‘Explosion—Riots, CiviZ 
Commotions and Strikes 
Statement, January 1, 1919 


ROBOT: cn cscencdvcctontevecencsses $2,462, 182.24 
LAEDEEOE. cacicusstvareecvenees 1,645,684.41 
Surplus in United States...... 816,497.83 
Total losses pai in Unite 

States from 1874 to 2918, 

SUE  cnctacsnncansreseases $26,197 “*2 S@ 


W. B. MEIKLE, Pres. & Gen. Mgr. 








“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departs ents 


55 JOHN STREET 
NEW YORK CITY 
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MARINE DEPARTMENT 

















Rowe Tells Clerks 
How to Make Good 


LOVE YOUR WORK; DO YOUR BEST 








No Bar to Anyone Becoming a Leader; 
Importance of Cheerfulness and 
Alacrity 





In view of several small strikes 
that recently took place in insurance of- 
fices, one of them being the Maritime 


Underwriting Agency, Inc., the follow- ° 


ing letter, prepared and sent out by 
J. Scofield Rowe, president of the Mari- 
time Underwriting Agency, Inc., is par- 
ticularly apropos. It is ore of a series 
of letters prepared by the Maritime Un. 
derwriting Agency, Inc., to spread the 
gospel of loyalty and efficiency. The 
letter reprinted herein bears the cap- 
tion, “Beacon Lights That Point the 
Way.” 

A tremendous amount of “twaddle” 
has been written around the subject of 
how to obtain a commercial success. 

And unfortunately a good deal of it 
has been written by men who never 
achieved any great success outside of 
their own writings. 

As president of this Company I pro- 
pose at various times to set forth Ideas 
and Ideals which I believe will be both 
helpful and practical and I hope free 
from the “goody-gcody” sort of ma- 


terial which rested very largely upon 
the theory that “virtue is its own re- 
ward.” 


The first statement that I should like 
to make is that the officers, executives 
and heads of departments in this Com 
pany are not going to live forever. 


This means that their places will 
eventually he taken by co-workers in 
the rank and file. 


In other words, every man and wo- 
man working for the Maritime Under- 
writing Agency is potentially a leader. 

Now I believe that every man and every 
woman endowed with a_ reasonable 
amount of brains can achieve a very 
considerable success, provided their 
attention is concentrated upon the work 
which they are doing, and provided, 
further, that they at all times keep their 
eyes open and become familiar with 
the duties of the person who is a step 
or two above them and whose place 
may at any time become vacant because 
of promotion or some other cause. 

All of us in our institution are integ- 
ral parts of what I might call a ma- 
chine, but with this advantage—that 
each of us can by diligence, practice 
and observation eventually take the 
place of a larger and more important 
part and at last arrive at the position 
where we may become of very consider- 
able importance. 

And right here let me say that while 
the fact may not be appreciated by 
some, every employe of this organiza- 
tion is constantly under observation. 
The things that you do, and the cheer- 
fulness, alacrity and intelligence with 
which you do them, are certain to be 
noted. 

Days and weeks and months may go 
by, and you may lull yourself into the 
belief that you are not observed, but 
a continual sifting out process is each 
day working either for or against you, 
and a month from now, six months 
from now, or a year from now, when 
an opportunity comes or a vacancy en- 
sues, the man or woman who has been 
doing the best work wil! be slated for 
the opportunity of advancement, which 
{is always, whether you are aware of it 
or not, just around the corner. 





One of the prime requisites for suc- 
cess in any line is to love the work upon 
which you are engaged. Only those ex- 
cel who are tremendously interested in 
what they are doing—interested not be- 
cause of the money they are earning, 
but because their work appeais to them 
and they like it. 

Not wishing this first communication 
to be too lengthy, or to touch upon too 
many important things at one time, I 
will close with this observation: Every- 
one should learn either to love their 
work and get on with it, or diziike it 
sufficiently to resign and give someone 
else the opportunity to make good. 
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Career of T. K. O. Mitchell 

T. K. Ogilvy Mitchell has joined the 


office of Neal Pearce & (Co., Ine., of 
New York, as vice-president, to control 
the general business of the corporation 
apart from marine. Mr. Mitchell was 
for ten years connected with the Royal 
Insurance Co., Liverpool, subsequently 
joining the force of the General Acci- 
dent Fire & Life Assurance Corpora- 
tion with whom he remained fifteen 
years, during which period he was for 
several years the corporation’s general 
manager for South Africa and later 
acting foreign manager. 

y * * © 


Mild December Looked For 


That next month may be as mild and 
as free from severe storms as was last 
December is the earnest hope of many 
marine underwriters. In other years 
when the business did not yield a nor- 
mal return on the underwriting, the 
narrow margin of profits accumulated 
during the first eleven months of the 
fiscal and calendar year was wiped out 
in the final month, just before the 
books were closed. This year several 
companies admit that success for them 
depends largely on a low loss ratio for 
December. 

* ¢ @ 


Shipper Refunds Part of Payment 

As a rather interesting sidelight to 
the business of loss departments to 
make payments and dispute claims 
comes the incident of a shipper volun- 
tarily repaying to a marine company 
part of an award which the latter had 
made. A cargo of goods en route to 
Europe was damaged considerably by 
water and when the shipper, througn 
his adjuster, notified the insuring ma- 
rine company of the loss, the company 
paid the claim and considered the in- 
cident closed. Not long afterwards the 
loss department received a check for 
approximately 20 per cent of the total 
payment and an_ accompanying letter 
from the shipper saying that although 
he had lost altogether about $1,000 
more on the shipment of goods than 
he had received from the insurance 
company, nevertheless, the damage 
done under the terms of the coverage 
was not-as extensive as the underwrit- 
ers were led to believe and that his 
adjuster had used undue influence in 
collecting such a large payment. The 
shipper said he did not feel justified, 
therefore, under such circumstances, to 
retain something which did not belong 
rightfully to him. As far as can be 
learned the loss department of the 
company receiving the check accepted 
the remittance without undue litigation. 

* * * 


London Agent Here 
Joseph Hadley, of London, British 
marine agent and loss adjuster for the 
Fireman’s Fund, of San Francisco, is 
in this country on a business trip, and 
while in. New York is making his head- 
quarters with F. H. & C. R. Osborn. 
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THE HOME OF SERVICE 





alone mean nothing. 





In this day of big business, figures 


All of the leading companies have 
assets, surplus and reserves run- 
ning up into eight figures. 


Today the important things—the 
things that count—are stability 
and service; stability in business 
methods generally; stability of 
policy in the conduct of under- 
writing; and stability in the sense 
that the agent, the broker and the 


insuring public can depend upon 
the company under all circum. 
stances and conditions. 


These the Fireman’s Fund has 
demonstrated beyond question. 


The Fireman’s Fund has further 

adopted the title for its head office 

building The Home of Service, and 

by doing this has assumed the 

responsibility of demonstrating 

to the insurance world where- 
The Home of Service is. 
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Bumper Discount 
Does Not Cut Rates 


J. SCOFIELD ROWE’S STATEMENT 





Bankers & Shippers’ Vice-President 
Tells Why Company Made Innova- 
tion; Bumpers Avoid Accidents 





A few days ago the Bankers & Ship- 
pers Insurance Company inaugurated a 
novelty with reference to collision in- 
surance rates by announcing a discount 
or special refinement of rate for pleasure 
cars equipped with bumpers. Since then 
there has been a little gentle criticism 
raised in some quarters as to whether 
the above statement did not amount to 
a “cut in rates.” 

This question of making an allowance 
on an insurance rate where certain pre- 
cautions are taken by the assured is of 
importance. The Eastern Underwriter 
sent one of its representatives to inter- 
view Vice-President Rowe, of Bankers & 
Shippers, and his remarks on the sub- 
ject will be of interest to insurance 
men generally. 

‘If the cost of automobile insurance 
rates is open to criticism, and I might 
say here that in my judgment they have 
advanced less than the cost of anything 
else in the country, it is due in a very 
large degree to the carelessness of 
some car owners and the lack of pre- 
cautions they take to avoid accidents,” 
he said. “For example, nobody disputes 
the fact that 99 per cent of the popula- 
tion is not arrested for misconduct, 
haled into court or incarcerated; yet, 
we know that the tax rate is high be- 
cause it is necessary to maintain a 
police force, courts of justice and jails 
because of the high cost of looking after 
the one per cent who are not good citi- 
zens. To complete the analogy, it is 
necessary that insurance rates on auto- 
mobiles must be made high enough to 
cover not only the losses of the careful 
and precautionary owners, but also to 
take care of the mistakes and careless- 
ness of others. 

“Notwithstanding this, insurance men 
are at all times alert to help to avoid 
accidents whenever possible and our 
company happens to have ‘blazed the 
trail’ by offering a discount or special 
merit rating on collision premiums 
where pleasure cars are equipped with 
bumpers. For anyone who has followed 
collision insurance experience knows 
that bumpers on cars save a great deal 
of damage in the course of the year. 

“Our company desires to write only 
the better class of risks in justice to 
our great mass of policyholders as well 
as to ourselves and we, therefore, charge 
a higher premium rate for collision in- 
surance when pleasure cars are not 
equipned with bumpers; so I scarcely 
see where anyone can, with justice, 
make the statement that our policy with 
regard to bumpers is even distantly re- 
lated to a ‘cut rate.’ 


“Of course, accidents are at times 
bound to occur. irrespective of the pre- 
cautions taken by the assured, but when 
our records show that special precau- 
tionary measures help to avoid acci- 
dents, I see no reason why we should 
not meet half way such policyholders 
who do employ them, and give them the 
advantage of an allowance on the money 
they save our company. 

“Most new things are looked unon by 
some persons as ‘heresies’ and yet many 
of the ‘heresies’ of the past are today 
aes as. doctrines in good stand- 
ng. 

“T have no doubt that other companies 
will eventually follow our lead and make 
similar reductions in rates on collision 
nolicies where cars are equipped with 
bumpers and when this is done and we 
all become ‘regular,’ of course there 
will be no one left to charge us with 
irregularities.’ In other words, we wil! 


become regular citizens and enjoy all 
privileges as such and of course as 
time goes on those who first took their 
life in their hands, and, as I say, ‘blazed 
the trail,’ may be forgotten. Neverthe- 
less, they have done yeoman service by 
starting things and I feel well satisfied 
to have had our company the forerunner 
in such matters, even though we may 
eventually be forgotten as such.” 





TO OPEN PACIFIC BRANCH 





Northern Underwriting Agency Will 
Have Own Office on Coast 
After Jan. 1 

The Northern Underwriting Agency 
will open a Pacific Coast branch in San 
Francisco under the management of H. 
C. Casidy, a well-known local marine 
and fire underwriter, about the first of 
the year. This office plans to handls 
the Western marine business for all the 
companies which the home office in 
New York represents. These include 
the Hudson, of New York; Jefferson, 
of Pennsylvania; Liberty, of New York; 
North Atlantic, of New York; and the 
Norwegian Atlas, Ltd., of Christiania. 
Mr. Casidy arrived in New York yester- 
day with J. F. Murphy, vice-president 
and secretary of the Northern Under- 
writing Agency, to arrange the final de- 
tails with President Steendal. He was 
formerly with M. C. Harrison & Co., of 
San Francisco, where he was in charge 
of the underwriting department for th 
last ten years, and previous to that was 
connected with Parrott & Co. for near- 
ly a decade. The companies have ap- 
plied for admission to California and 
Washington, and soon after the actual 
underwriting business has gotten under 
way, it is planned to extend the field 
into British Columbia. 








MOTOR LAW OPERATIVE 





Heavy Fine or Prison Term For One 
Stealing Car and Removing It to 
Another State 





The National Motor Vehicle law is 
now in effect and it is a Federal of- 
fence, punishable by a fine of $5,000 or 
a prison term up to five years, to steal 
an automobile in one state and drive it 
into another state. 

For the first time, the automobile has 
been recognized by Congress as being a 
part of interstate commerce and en- 
titled to Federal protection just like 
the railroads, steamboats and bridges. 

The National Motor Vehicle Theft 
“uct is the measure sponsored by the Na- 
tional Automobile Dealers’ Association 
and introduced in Congress by Repre- 
sentative L. C. Dyer, of Missouri, sup- 
ported by Representative C. A. Newton 
of Missouri. Despite the fact that Con- 
gress has convened in a special session 
to discuss prohibition, Peace Treaty, 
railroads, strikes, and high cost of liv- 
ing, and further, despite the fact that 
not more than ten general laws were 
passed in the sessions, the automobile 
measure was put through. 

Last year in only twenty-one cities 
of the country, more than 7,000 auto- 
mobiles, valued at more than $28,000,000 
were stolen. About 5,000 of these auto- 
mobiles, valued at about $5,000,000, 
never were recovered. 





SPECULATING ON BUILDING 

It is now understood that the Federal 
Reserve Bank will erect a 14-story build- 
ing in the block bounded by Maiden 
Lane, Nassau, Liberty and William 
streets. All tenants in that block know 
that their stay there is limited. Some 
of the storekeepers are wondering if, 
when they have moved to make way for 
the improvements, they will be allowed 
to return after the new building is 
completed, and whether there will be 
anv stores in the new structure. The 
fact that W. L. Perrin & Son and Mills 
& Honness have taken space in this 
block, indicates that they expect to re- 
main unmolested until the new building 
at their old location is completed. 
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Cable Address “LaBoyt” Established 1900 


LA BOYTEAUX & CO., Inc. 


82 BEAVER ST. Insurance Brokers NEW YORK 


Act as representatives of the insured in all matters pertaining to the 
placing of insurance and collection of losses. The service offered 
is efficient, trustworthy and prompt. We invite submission 
of your problems as well as your orders. 











THE RISKS OF COMMERCE 


—fire on land or sea—loss or damage to ship or cargo—collision, 
fire, theft or property damage, to motor car or other vehicle— 


all are adequately covered by one of our “Safe Policies.” 

A compact, well-knit organization of specialists who have de- 
voted their business lives to insurance, offers its co-operation 
to brokers and agents. 
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New Insurance Code for Mexico 
Received in New York City 


Some of the marine offices have re- 
ceived from the Ministry of Industry, 
Department of Commerce, Mexico, cop- 
ies of the proposed new insurance code 
for Mexico. 

The following are some of the re- 
quirements made of foreign companies 
desiring to do business in Mexico: 

The company must confer, in proper 
legal form, full powers on the general 
representative, whom it must appoint 
and maintain in the Republic as long as 
it may have operations pending therein, 
to represent it judicially and extra-ju- 
dicially in the business which it may 
undertake in Mexico, and to treat with 
the competent authorities in everything 
necessary, according to laws. 

The officials of the company, duly au- 
thorized for the purpose, must sign an 
undertaking to maintain in the place 
which they may select as the domicile 
of their general representative in the 
Republic as long as the company may 
have operations pending therein, an of- 
fice in which it will maintain the re- 
serves required by the law, and to which 
the holders of Mexican policies may 
upply for information regarding the 
said policies; make the payments for 
which they are liable according to their 
contracts; present thsir claims, and 
make the collections to which they are 
entitled; the company not having the 
right in any case to oblige them to ap- 
ply to offices abroad for the settlement 
of any matter connected with their pol- 
icies, which shall be done only at their 
own initiative or when they have ex- 
pressly consented thereto beforehand 
in some letter or document, other than 
the form of application or the policy. 

Deposit 

Before any company shall receive au- 
thorization to engage in business it 
shall constitute a deposit in the Treas- 
ury General of the nation, in securities 
eligible for the investment of insurance 
companies, equivalent to a minimum 
market value of $50,000 Mexican gold, 
in the case of a Jife company; $30,000 
in the case of companies engaged in 
fire, land and/or maritime transporta- 
tion, accident and/cr health; and $20,- 
000 when it is destined to operate boil- 
er, motor cars or plate glass insurance. 
In the case of other classes of insurance 
the minimum value to be assigned to 
the deposit necessary for commencing 
operations shall be left to the judgment 
of the Minister of Industry, Commerce 
and Labor, or whosoever may be dis- 
charging his duties, based on the re- 
port of the corresponding department, 
which shall take into account the par- 
ticulars which the parties interested in 
the matter may submit; on the under- 
standing nevertheless that for no branch 
shall there be a smaller deposit than 
$10,000 fixed. 

This deposit cannot be withdrawn 
until the last obligation of the com- 
pany shall have been settled, and must 
always rapresent, at least, the value 
which this law requires. 

Responsibility 

Companies authorized to carry on 
business in Mexico may establish 
branches and agencies in any part of 
the national territory, in addition to 
the office which they are under the ob- 
ligation to maintain, their general rep- 
resentative in the Republic being re- 
sponsible to the authorities and the pub- 
lic for the operation of any branch or 
agency, even when, for any reason, the 
latter may depend directly on an office 
outside of the country. 

All insurance companies authorized 
to do business in Mexico, shall furnish 
monthly to the Department of Com- 
merce of the Ministry of Industry, Com- 
merce and Labor, in the first five days 
of each month, a report of the move- 
ment which may have been experienced 
during the preceding month by the dif- 
ferent securities in which they are au- 





thorized to invest. This report shall 
be rendered, even when the accourt 
does not show any change for the 
month, in which case this shail be so 
stated. 

Reports 

Insurance companies shall present 
half-yearly, within the first ten days of 
the months of January and July, a state- 
ment, in triplicate, of the premiums col- 
lected during each of the preceding half 
years, from July 1 to December 31 and 
from January 1 to June 30th of each 
year. 

The Department shall make the re- 
vision. of these statements, comparing 
the particulars given therein with those 
entered in the “Register of Premium3;,” 
a book which every insurance company 
is obliged to keep. 

All insurance companies authorized to 


carry on business in Mexico shall ren-_ 


der to the Ministry at latest by the 
81st of March of each year a general 
report on the operations effected in 
Mexiec which shall contain abstract of 
receipts and disbursements, expenses 
for new business, salaries and expenses 
of agents, commissions for business se- 
cured during year, advances on account 
of commissions, percentage of general 
expenses, profit and loss account, gen- 
eral balance sheet, statement of move- 
ment of policies, causes of expiration of 
insurance, statement of re-insurances, 
investments, etc. 

Commissions to Registered Agents 

Insurance companies operating in 
Mexicc shall only pay commission to 
obtain business in the country to ag- 
ents whose names have been registered 
in the Department of Commerce. For 
this purpose, when an insurance cont 
pany may wish to engage the services 
of some person as its scliciting agent, it 
shall present an application to the said 
department for a license in favor of the 
person whose services it is desired to 
utilize. The Department cannot refuse 
to issue a license except when the per- 
son in whose favor the application is 
made may have incurred on more than 
‘wo occasions, any of the penalties im- 
posed by this law for infringements 
thereof. The incurring of such penal- 
ties, on more than two occasions, after 
a license is issued, shall be motive for 
the revocation of the license of the of- 
fending party. These licenses, which 
in the case of continuation of services 
of the character indicated, must be re- 
newed annually during the month of 
Janvary, shall pay a tax of ten pesos 
in stamps of the inland revenue. Tho 
company applying for a license for an 
agent, should it not be refused, shall 
be responsible for the payment of the 
tax, which shall be paid even if for any 
reason it may not have utilized the serv- 
ices of the person in whose favor the 
license may have been requested. 


Penalties 

The foreign company which, being 
authorized to do business in Mexico, 
should omit to register in some one of 
the offices which it may maintain in 
this country, an insurance which may 
come under the conditions specified, 
shall pay a fine of 500 pesos for the 
first offence discovered, one thousand 
for the second, and for the third of- 
fense shall have its license canceled. 

The fact of any person or company 
receiving in any form a discount or re- 
duction of premium, or any other ben- 
efit as an inducement to take out or 
keep up a policy of insurance, shall en- 
tail the following results: for the party 
insured, the insurance shall be annulled 
without the right t» recover the 
amount paid on it, which amount will 
revert to the public revenue on the in- 
fraction being proved, while the agent 
who made the discount or concession 
will be fined double the amount of the 
premium or in default suffer an arrest 
of from ten to thirty days. 
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CASUALTY AND SURETY NEWS 








Actuarial Society Has 
Two Hundred Members 


BENEDICT D. FLYNN, PRESIDENT 








Active Organization of Casualty Men 
Closes Successful Annual Meeting 
in New York 





Benedict D. Flynn, assistant secre- 
tary of the Travelers, now heads the 
Casualty Actuarial & Statistical So- 
ciety. His election was unanimous. Mr. 
Flynn has been vice-president for sev- 
eral years and active in the organiza- 
tion since it started. He has contrib- 
uted much to the literature of insur- 
ance and is an actuary of recognized 
ability. 

Joseph H. Woodward, the retiring 
president, declined re-election. His 
paper “The Effect of Inflation on the 
Business of Insurance,” read at the 
annual meeting last week and published 
in The Eastern Underwriter, was one 
of the most interesting heard. At the 
luncheon following the business session 
much was said in praise of it. 

G. D. Moore, statistician of the Royal 
Indemnity, was re-elected vice-president 
and William Leslie, actuary for the 
New York Department, was also elected 
to that office. Mr. Leslie came to New 
York but a short time ago and has rap- 
idly taken a prominent place in the work 
of solving the many problems confront- 
ing the compensation field. 


Fondiller Re-elected 

Richard Fondiller was re-elected sec- 
retary-treasurer. He is superintendent 
of the bureau of records in the Equit- 
able Life; is a tireless worker for ths 
Society and is also a frequent contribu- 
tor to its literature. 

G. F. Michelbacher, actuary for the 
Service Bureau, was eiected editor of 
“Proceedings.” He has been chairman 
of the examination committee for two 
years. His job is to set the examina- 
tion standards. 

Dr. Louis I. Dublin, statistician of the 
Metropolitan Life, was re-elected libra- 
rian. He is widely recognized as a 
competent actuary, who has devoted 
much careful attention to statistics on 
industrial accidents and diseases, on 
which he has written much of value. 

Elected to the Council are R. H. 
Blanchard, W. W. Greene and Colonel 
S. H. Wolfe. 

A. H. Mowbray, chairman of the edu- 
cational committee, recommended that 
examinations for Associates be in two 
instead of four paris with the view to 
so arrange the course of study as to fit 
in with the more practical problems of 
actuaries. The theoretical and mathe- 
matical portions would be transferred 
to the examinations for Fellowship. 
These recommendations were concurred 
in and will be in effect for the exami- 
nations of May, 1921. 

Walter G. Cowles, vice-president of 
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When Auto Owner 
May Be Liable 


CAR DRIVEN BY HIS DAUGHTER 








Kansas Court Against Holding De- 
fendant Where Machine Was Used 
for Election Campaigning 





At frequent intervals the courts have 
to decide the liability of an automo- 
bile owner for injury caused by a mem- 
ber of his family while driving the car. 
One of the latest cases of this kind to 
be decided was Stafford v. Noble, 182 
Pacific, 650, in which the Supreme 
Court of Kansas was strongly against 
holding the owner liable. 

The plaintiff sued for damages caused 
by a collision with the defendant’s car, 
driven by his daughter. The jury re- 
turned a verdict for $2,500, which was 


by the court reduced to $1,800. The 
defendant appeals. 


The petition alleged that the daugh- 
ter, age 16, was authorized by the de- 
fendant to use the car for her own 
pleasure and for her friends and the 
members of the family; that on the 
day of the accident the car was in 
charge and under the control and man- 
agement of the daughter, who was op- 
erating the same under this authority 
of the defendant for her pleasure and 
comfort, and that of her young lady 
friend with her, for the further purpose 
of returning to the office to take her 
father home. 

On the day in question word came to 
the defendant's office that the manager 
of a campaign committee, working in 
an election held that day, requested the 
use of his car for the afternoon. On 
this request being communicated to him 
he replied that it would be all right. 
His bookkeeper then said that the com- 
mittee would have to wait until the 
daughter returned from high school, as 
she had the car. On coming with the 
car, the daughter was told by the book- 
keeper that she was to take the car to 
the campaign manager's office and re- 
port to him, and that another young 
lady could go with her. The car was 
taken to the manager's office, and the 
latter gave the daughter a list of names, 
and told her to go for the persons 
named. The jury found that at the 
time of the accident the car was going 
to get some one. 

Instruction By Court 

The court gave the following instruc- 
tion: 

“If you find and believe from the evi- 
dence that the defendant loaned or 
hired. his automobile to. the election 
committee, and directed and consented 
that his daughter should be in charge 
thereof, he would be liable to the plain- 
tiff for her negligent acts in the opera- 
tion of said car, if you find that the 
committee had no control over her ex- 
cept as to when and where the car 
should be driven. Under such circum- 
stances if the committee exercised no 
control over the driver of the car other 
than telling her in a general way where 





sion paid. 











General Building 





cesidence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence 
Theft Policy. Regular rate of brokerage commis- 
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Great Eastern Casualty Company | 
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The New York Insurance Department in a recent examina- 


lion says: 


“While the business of the Company has increased, 
its liabilities have borne a decreasing ratio to the 
admitted assets and the surplus a corresponding in- 
crease in the ratio to liabilities. 
Company, therefore, has been healthy. 

The affairs of the Company are being efficiently and 
conservatively conducted. Liberal reserves have been 
set aside for outstanding losses and other liability 
items, and policyholders are being accorded fair and 


equitable treatment.” 
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Accident-Health (Commercial and Indus- | 


trial)—Burglary—Plate Glass—Automobile | 
Teams and General Liability. 


pepenenkasa reds $350,000.00 
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Over Three and a Half Million Dollars Paid in Claims 
Surplus to Policyholders. . 


The growth of the 











Agency applications will be considered for unoccupied 
territory. 








to go, she would be acting under the 
directions of her father so far as the 
operation of the car was concerned, and 
if negligent in its operation and man- 
agement and the plaintiff was injured, 
the defendant would be liable therefor, 
notwithstanding that he had loaned the 
car to the election committee. If you 
find that at the time of the injury Miss 
Noble was driving the car about her 
father’s business or for her own pleas- 
ure or convenience as a member of her 
father’s family, the defendant would be 
liable for the negligence, if any, of his 
daugater in driving the car.” 

The following requested instruction 
was refused: 

“You are instructed that the defend- 
ant cannot be held liable in this case 
for any injury or damages the plaintiff 
may have sustained, if any, because he 
owned the automobile, or because his 
daughter was driving the car, but to 
entitle the plaintiff to recover she must 
prove, by a preponderance of the evi- 
dence, that at the time of the injury 
the driver was the servant or agent of 
the defendant, and was at the time en- 
gaged in his business or affairs, and 
while so engaged the injury resulted 
from her negligence. 

“In accordance with our former deci- 
sions we hold that the requested in- 
struction, rather than the one given, 
ecrrectly stated the law.” 


Mutual Casualty 


Company Publicity 


START CO-OPERATIVE MOVEMENT 





Plans of Participating Carriers for 
Improving Service, Preventing 
Accidents and Other Work 





A large 
ol the 


part of the 
National 


annual meeting 
Association of Mutual 
Casualty Companies was devoted to a 
thorough discussion of mutual casualty 
insurance publicity, and indications are 
that the will adopt some 
form of co-operative publicity to place 
mutual casualty insurance more promi- 
nently in the public light. <A repre 
sentative of the Association says it was 
felt that the fight between the insur 
ence companies and the monopolistic 
state plan had the effect of obscuring 
the good work the mutuals are trying 
to do. In many respects mutual insur 
ance and state insurance have an identi 
cal object, and the mutuals are con 
vinced that they are able to conduct the 
compensation business quite as econom- 


(Continued on page 23) 
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Uses Market as Argument 
A New York agency is stimulating 
brokers to write more burglary insur- 
ance by calling attention to the pres- 
ent price of silver. 
* ¢ @ 
Only Innovation Here 
Speaking of unlimited automobile lia- 
bility insurance, an experienced under- 
writer remarked: “I have not yet heard 
a decent argument against this innova- 
tion. As a matter of fact it is only an 
innovation in America for in other parts 
of the world unlimited coverage has 
been the accepted thing for quite a long 
time.” 
. . & 
Helped Prepare Text Book 
“Education in Accident Prevention” 
is the title of a text book that will be 
used widely in schools to teach chil- 
dren to be careful. A chapter in this 
book was written by Albert W. Whitney, 
manager of the National Workmen's 
Compensation Service Bureada. 
* * * 
Useful Pampniet Issued 
Albert W. Whitney, manager of the 
National Workmen's Compensation 
Service Bureau, New York, and chair- 
man of the cemmittee on education, of 


the National Safety Council, has pre- 
pared in pamphlet form his address, 
“Safety Education in the Public 
Schools,” delivered in Milwaukee. 
oe % x 
A. G. Ellms Returns 

Automobile and liability men are 
more than pleased to see A..G. Ellms, 
of the Ocean, about again displaying 


his usual! six odd feet of altitude, and 
looking well for a man who has been 
away from the office for the most part 
of seven months in an effort to regain 
his health. 
+ a o 
E. G. Johnson Manager 
Elme G. Johnson will succeed J. F. 
Reynolds as manager of the Indiana 
branch of the Service Bureaw December 
15. Mr. Reynolds is leaving the insur- 
ance business to take up salesmanship 
work in another line. He was formerly 
a Bureau employe and went from the 
Bureau to the Aetna office in Chicago. 
From there he went into the aviation 
section of the army and then back to 
the Bureau. 
* * & 


J. F. Seinsheimer, general manager 











Business Reported Heavy 
William B. Mann, of the Ocean, is 
back from Chicago, where he went to 
participate in the annual convention of 
the Chicago branch, which embraces all 
the Illinois agents of the Company. The 


affair this year was more largely at- 
tended than any of its predecessors. 
There were 100 at the annual dinner 
and the “boys” had a large assortment 
of accident and health business waiting 
for Mr. Mann as a tribute to the home 
office head of that department. The 
reports for the year showed a heavy 
increase in all lines. Some handsome 
prizes were awarded to the most suc- 
cessful business getters. Mr. Mann 
gave a talk on automobile and accident 
and health problems and there was a 
free exchange of ideas by those pres- 
ent, which brought out a fund of val- 
vuable information touching on a wide 
variety of insurance topics. 


H. K. Mann With Norwich Indemnity 


Horace K. Mann has become counter- 
man for the automobile department of 
the Norwich Union Indemnity at 100 
William Street. Mr. Mann was pre- 
viously counterman for nearly four 
years with the Great Eastern Casualty, 
and is son of William’ B. Mann, whom 
most everybody in the casualty busi- 
ness knows. 


CALL ACTION PREMATURE 
By C. C. Scherf 

Philadelphia, November 24.—Accord- 
‘ug to the views expressed by Phila- 
delphia managers of companies writing 

insurance, the action 
meeting of the board of 
Insurance Federation 
ef Pennsylvania in resolving to “rec- 
ommend and urge that all insurance 
carriers in the State of Pennsylvania 
shall demand of the commissioner of 
insurance of Pennsylvania approval of 
rates to such carriers not higher than 
the lowest rates approved by the com- 
missioner of insurance to any insurance 
carrier’ was premature. The mana- 
sers surmise that if a general reduc- 
tion of ten per cent would be made in 
compensation tariffs the companies 





compensation 
taken at a 
directors of the 





G. A. Goetschius, President 
1 Liberty Street New York 


Writing Business 








“Service, Security and Satisfaction” 
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Rates Named For 
Connecticut Jitneys 


tSTABLISHED 





COMMISSIONS ARE 
Rule Made to Conform to Compulsory 
Insurance Feature of Act Passed 
This Year 


R. S. Keelor and C. H. Neely, acting 
as a board of referees for the auto- 
mobile department of the Service Bu- 
reau, have established the following 
rates and commissions effective for 
policies attaching on or after November 
1, 1919, for the underwriting of public 
service motor vehicles in Connecticut, 
under the compulsory insurance feat- 
ure of Connecticut Senate Bill 597, 
Chapter 325, laws of 1919. 

Commissions to general agents shall 
be 1794 per cent for public liability and 
property damage coverage on such ve- 
hicles. Local agents, special agents and 
brokers shall receive the same commis- 
sions as are allowed for workmen's 
compensation insurance. 

The rates for public service motor ve- 
hicles written under the above-named 
compulsory insurance act shall be 10 
per cent below the public liability and 
property damage rates published in the 
automobile manual. This 10 per cent 
reduction factor shall not apply to any 
public automobiles other than the ones 
coming strictly within the compulsory 
insurance requirements of the abovo- 
mentioned act and it shall only apply 
to the public liability and property 
damage rates. 

There shall be no difference in rates 
for members of jitney associations and 
non-members. 


CHOSEN SPECIAL AGENTS 
Hoppe & Thomson, health and acci- 
dent managers for the Continental Cas- 


$13,000 PREMIUM WRITTEN 


Another large group accident-health 
insurance policy, providing indemnity 
for all illness and for all injuries not 
covered by the compensation law, has 
been placed with the Maryland Casualty 
through its New York office. This pol- 
icy covers approximately 1,000 em- 
ployes of the Newburgh Ship Yards, 
and the annual premium is $13,000. 





NO RULE ON TAXICABS 

The Public Service Commission of 
Pennsylvania has not handed down ny 
rule on the question of the amount of 
indemnity insurance on taxicabs. it 
will be the policy of the commission to 
fix the amount of the insurance in e«wh 
individual case, as the circumstances 
conditions, and the judgment cf the 
commission warrant. 


WILL ENTER OHIO 
The Zurich General Accident, 
cago, is entering Ohio. 





Chi- 





“$2,500 FOR $1” 





To-day See, Write or Phone 


J.N.S. Brewster & Company, Inc 


42 CEDAR STREET, NEW YORK 
(Brewster Building) 


About the new and original Conti- 
nental Automobile Personal Acci- 
dent policy sold at an annual premium 
of $1 to persons who buy a Continental 
Automobile Liability policy—It’s a big 
business getter and is sold only by the 


Continental Casualty Company 
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Actuarial Society Has 
Two Hundred Members 


BENEDICT D. FLYNN, PRESIDENT 








Active Organization of Casualty Men 
Closes Successful Annual Meeting 
in New York 





Benedict D. Flynn, assistant secre- 
tary of the Travelers, now heads the 
Casualty Actuarial & Statistical So- 
ciety. His election was unanimous, Mr. 
Flynn has been vice-president for sev- 
eral years and active in the organiza- 
tion since it started. He has contrib- 
uted much to the literature of insur- 
ance and is an actuary of recognized 
ability. 

Joseph H. Woodward, the retiring 
president, declined re-election. His 
paper “The Effect of Inflation on the 
Business of Insurance,” read at the 
annual meeting last week and published 
in The Eastern Underwriter, was one 
of the most interesting heard. At the 
luncheon following the business session 
much was said in praise of it. 

G. D. Moore, statistician of the Royal 
Indemnity, was re-elected vice-president 
and William Leslie, actuary for the 
New York Department, was also elected 
to that office. Mr. Leslie came to New 
York but a short time ago and has rap- 
idly taken a prominent place in the work 
of solving the many problems confront- 
ing the compensation field. 


Fondiller Re-elected 

Richard Fondiller was re-elected sec- 
retary-treasurer. He is superintendent 
of the bureau of records in the Equit- 
able Life; is a tireless worker for ths 
Society and is also a frequent contribu- 
tor to its literature. 

G. F. Michelbacher, actuary for the 
Service Bureau, was elected editor of 
“Proceedings.” He has been chairman 
of the examination committee for two 
years. His job is to set the examina- 
tion standards. 

Dr. Louis I. Dublin, statistician of tho 
Metropolitan Life, was re-elected libra- 
rian. He is widely recognized as a 
competent actuary, who has devoted 
much careful attention to statistics on 
industrial accidents and diseases, on 
which he has written much of value. 

Elected to the Council are R. H. 
Blanchard, W. W. Greene and Colonel 
S. H. Wolfe. 

A. H. Mowbray, chairman of the edu- 
cational committee, recommended that 
examinations for Associates be in two 
instead of four paris with the view to 
so arrange the course of study as to fit 
in with the more practical problems of 
actuaries. The theoretical and mathe- 
matical portions would be transferred 
to the examinations for Fellowship. 
These recommendations were concurred 
in and will be in effect for the exami- 
nations of May, 1921. 

Walter G. Cowles, vice-president of 

(Continued on page 23) 


When Auto Owner ; 
May Be Liable 


CAR DRIVEN BY HIS DAUGHTER 





Kansas Court Against Holding De- 
fendant Where Machine Was Used 
for Election Campaigning 





At frequent intervals the courts have 
to decide the liability of an automo- 
bile owner for injury caused by a mem- 
ber of his family while driving the car. 
One of the latest cases of this kind to 
be decided was Stafford v. Noble, 182 
Pacific, 650, in which the Supreme 
Court of Kansas was strongly against 
holding the owner liable. 

The plaintiff sued for damages caused 
by a collision with the defendant’s car, 
driven by his daughter. The jury re- 
turned a verdict for $2,500, which was 
by the court reduced to $1,800. The 
defendant appeals. 

The petition alleged that the daugh- 
ter, age 16, was authorized by the de- 
fendant to use the car for her own 
pleasure and for her friends and the 
members of the family; that on the 
day of the accident the car was in 
charge and under the control and man- 
agement of the daughter, who was op- 
erating the same under this authority 
of the defendant for her pleasure and 
comfort, and that of her young lady 
friend with her, for the further purpose 
of returning to the office to take her 
father home. 

On the day in question word came to 
the defendant’s office that the manager 
of a campaign committee, working in 
an election held that day, requested the 
use of his car for the afternoon. On 
this request being communicated to him 
he replied that it would be all right. 
His bookkeeper then said that the com- 
mittee would have to wait until the 
daughter returned from high school, as 
she had the car. On coming with the 
car, the daughter was told by the book- 
keeper that she was to take the car to 
the campaign manager's office and re- 
port to him, and that another young 
lady could go with her. The car was 
taken to the manager's office, and the 
latter gave the daughter a list of names, 
and told her to go for the persons 
named. The jury found that at the 
time of the accident the car was going 
to get some one. 

Instruction By Court 

The court gave the following instruc- 
tion: 

“If you find and believe from the evi 
dence that the defendant loaned or 
hired his automobile to the election 
committee, and directed- and consented 
that his daughter should be in charge 
thereof, he would be liable to the plain- 


“tiff for her negligent acts in the opera- 


tion of said car, if you find that the 
committee had no control over her ex- 
cept as to when and where the car 
should be driven. Under such circum- 
stances if the committee exercised no 
control over the driver of the car other 
than telling her in a general way where 
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esidence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence 
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The New York Insurance Department in a recent examina- | 


tion says: 


“While the business of the Company has increased, | 
its liabilities have borne a decreasing ratio to the 
admitted assets and the surplus a corresponding in- 
crease in the ratio to liabilities. 
Company, therefore, has been healthy. 

The affairs of the Company are being efficiently and 
conservatively conducted. Liberal reserves have been 
set aside for outstanding losses and other liability 
items, and policyholders are being accorded fair and 


equitable treatment.” 
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to go, she would be acting under the 
directions of her father so far as the 
operation of the car was concerned, and 
if negligent in its operation and man- 
agement and the plaintiff was injured, 
the defendant would be liable therefor, 
notwithstanding that he had loaned the 
car to the election committee. If you 
find that at the time of the injury Miss 
Noble was driving the car about her 
father’s business or for her own pleas- 
ure or convenience as a member of her 
father’s family, the defendant would be 
liable for the negligence, if any, of his 
daugater in driving the car.” 

The following requested instruction 
was refused: 

“You are instructed that the defend- 
ant cannot be held liable in this case 
for any injury or damages the plaintiff 
may have sustained, if any, because he 
owned the automobile, or because his 
daughter was driving the car, but to 
entitle the plaintiff to recover she must 
prove, by a preponderance of the evi- 
dence, that at the time of the injury 
the driver was the servant or agent of 
the defendant, and was at the time en- 
gaged in his business or affairs, and 
while so engaged the injury resulted 
from her negligence. 

“In accordance with our former deci- 
sions we hold that the requested in- 
struction, rather than the one given, 
ecrrectly stated the law.” 


Mutual Casualty 
Company Publicity 


START CO-OPERATIVE MOVEMENT 





Plans of Participating Carriers for 
Improving Service, Preventing 
Accidents and Other Work 





A large 
ol the 


part of the annual meeting 
National Association of Mutual 
Casualty Companies was devoted to a 
thorough discussion of mutual casualty 
insurance publicity, and indications are 
that the will adopt some 
form of co-operative publicity to place 
mutual casualty insurance more promi 
nently in the public light. <A _ repre- 
scntative of the Association says it was 
felt that the fight between the insur 
ence companies and the monopolistic 
state plan had the effect of obscuring 
the good work the mutuals are trying 
to do. In many respects mutual insur 
ance and state insurance have an identi 
cal object, and the mutuals are con 
vinced that they are able to conduct the 
compensation business quite as econom- 


Association 
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Uses Market as Argument 

A New York agency is stimulating 
brokers to write more burglary insur- 
ance by calling attention .to the pres- 
ent price of silver. 

* 6 6 
Only Innovation Here 

Speaking of unlimited automobile lia- 
hility insurance, an experienced under- 
writer remarked: “I have not yet heard 
a decent argument against this innova- 
tion. As a matter of fact it is only an 
innovation in America for in other parts 
of the world unlimited coverage has 
been the accepted thing for quite a long 
time.” 


» 


7 * @ 
Helped Prepare Text Book 

“Education in Accident Prevention” 
is the title of a text book that wili be 
used widely in schools to teach chil- 
dren to be careful. A chapter in this 
book was written by Albert W. Whitney, 
manager of the National Workmen's 

Compensation Service Bureaa. 

* * a 

Useful Pampniet Issued 
Albert W. Whitney, manager of the 
National Workmen's Compensation 
Service Bureau, New York, and chair- 
man of the committee on education, of 


the National Safety Council, has pre- 
pared in pamphlet form his address, 
“Safety Education in the Public 


Schools,” delivered in Milwaukee. 
* a * 


A. G. Ellms Returns 


Automobile and liability men are 
more than pleased to see A. G. Ellms, 
of the Ocean, about again displaying 


his usua! six odd feet of altitude, and 
looking well for a man who has been 
away from the office for the most part 
of seven months in an effort to regain 
his health. 
oS Ss 
E. G. Johnson Manager 

Elme G. Johnson will succeed J. F. 
Reynolds as manager of the Indiana 
branch of the Service Bureau December 
15. Mr. Reynolds is leaving the insur- 
ance business to take up salesmanship 
work in another line. He was formerly 
a Bureau employe and went from the 
Bureau to the Aetna office in Chicago. 
From there he went into the aviation 
section of the army and then back to 
the Bureau. 

* * & 

J. F. Seinsheimer, general manager 

of the American Indemnity, has been 











Business Reported Heavy 


William B. Mann, of the Ocean, is 
back from Chicago, where he went to 
participate in the annual convention of 
the Chicago branch, which embraces all 
the Illinois agents of the Company. The 
affair this year was more largely at- 
tended than any of its predecessors. 
There were 100 at the annual dinner 
and the. “boys” had a large assortment 
of accident and health business waiting 
for Mr. Mann as a tribute to the home 
office head of that department. The 
reports for the year showed a heavy 
increase in all lines. Some handsome 
prizes were awarded to the most suc- 
cessful business getters. Mr. Mann 
gave a talk on automobile and accident 
and health problems and there was a 
free exchiunge of ideas by those pres- 
ent, which brought out a fund of val- 
uable information touching on a wide 
variety of insurance topics. 


H. K. Mann With Norwich Indemnity 


Horace K. Mann has become counter- 
man for the automobile department of 


the Norwich Union Indemnity at 100 
William Street. Mr. Mann was pre- 
viously counterman for nearly four 


years with the Great Eastern Casualty, 
and is son of William B. Mann, whom 
most everybody in the casualty busi- 
ness knows. ; 


CALL ACTION PREMATURE 
By C. C. Scherf 


Philadelphia, November 24. 
expressed by 


Accord- 
‘ug to the Phila- 
delphia managers of companies writing 

the action 
the board of 
Insurance Federation 


views 


insurance, 
meeting of 
the 
ef Pennsylvania in resolving to “rec- 
ommend and urge that all insurance 
carriers in the State of Pennsylvania 
shall demand of the commissioner of 
insurance of Pennsylvania approval of 
rates to such carriers not higher than 
the lowest rates approved by the com- 
missioner of insurance to any insurance 
carrier” was premature. The mana- 
sers surmise that if a general reduc- 
tion of ten per cent would be made in 
compensation tariffs the companies 
would decline to write in Pennsylvania. 


compensation 
taken at a 
directors of 





G. A. Goetschius, President 
1 Liberty Street New York 
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AUTOMOBILE INSURANCE 


Fireman’s Fund Insurance Company of Cal. 
Assets over Eighteen Million Dollars 
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Leslie W. Winslow, Vice-Pres. 
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Metropolitan District, 
New Jersey 
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Phone—John 3291 


Suburban and State of 














Rates Named For 
Connecticut Jitneys 


COMMISSIONS ARE ESTABLISHED 


Rule Made to Conform to Compulsory 
Insurance Feature of Act Passed 
This Year 





R. S. Keelor and C. H. Neely, acting 
as a board of referees for the auto- 
mobile department of the Service Bu- 
reau, have established the following 
rates and commissions effective for 
policies attaching on or after November 
1, 1919, for the underwriting of public 
service motor vehicles in Connecticut, 
under the compulsory insurance feat- 
ure of Connecticut Senate Bill 597, 
Chapter 325, laws of 1919. 

Commissions to general agents shall 
be 17%4 per cent for public liability and 
property damage coverage on such ve- 
hicles. Local agents, special agents and 
brokers shall receive the same commis- 
sions as are allowed for workmen’s 
compensation insurance. 

The rates for public service motor ve- 
hicles written under the above-named 
compulsory insurance act shall be 10 
per cent below the public liability and 
property damage rates published in the 
automobile manual. This 10 per cent 
reduction factor shall not apply to any 
public automobiles other than the ones 
coming strictly within the compulsory 
insurance requirements of the above- 
mentioned act and it shall only apply 
to the public liability and property 
damage rates. 

There shall be no difference in rates 
for members of jitney associations and 
non-members. 

CHOSEN SPECIAL AGENTS 

Hoppe & Thomson, health and acci- 
dent managers for the Continental Cas- 
ualty, have been appointed special 


$13,000 PREMIUM WRITTEN 


Another large group accident-health 
insurance policy, providing indemnity 
for all illness and for all injuries not 
covered by ‘the compensation law, has 
been placed with the Maryland Casualty 
through its New York office. This pol- 
icy covers approximately 1,000 em- 
ployes of the Newburgh Ship Yards, 
and the annual premium is $13,000. 





NO RULE ON TAXICABS 

The Public Service Commission of 
Pennsylvania has not handed down .vy 
rule on the question of the amount of 
indemnity insurance on taxicabs. it 
will be the policy of the commission to 
fix the amount of the insurance in e«h 
individual case, as the circumstances 


conditions, and the judgment cf the 
commission warrant. 
WILL ENTER OHIO 
The Zurich General Accident, Chi- 


cago, is entering Ohio. 





“$2,500 FOR $1” 





To-day See, Write or Phone 


J.N.S. Brewster & Company, Inc 


42 CEDAR STREET, NEW YORK 
(Brewster Building) 


About the new and original Conti- 
nental Automobile Personal Acci- 
dent policy sold at an annual premium 
of $1 to persons who buy a Continental 
Automobile Liability a big 
business getter and is sold only by the 


Continental Casualty Company 
H. G. B. ALEXANDER, President 


policy—It’s 














in New York this week, paving the way ‘They say that the Federation officers agents in New York and vicinity for 
for his Company to write in New York, and directors should have consulted the Continental and intend to make a General Offices, CHICAGO, ILL. 
it having been licensed. the companies first. strong bid for all casualty lines. 
- - we ————— —I 
J. L. MAUTNER A. J. HESS 
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The most effective advertis- 
The Use ing that an agent of a com- 
of pany can obtain is along the 


Circulars old road by which a man 
gets business—personal so- 
licitation, says the Travelers. 


Do not depend upon circulars to ad- 
vertise the Company or yourself. So- 
licitation by circulars yields a minimum 
ef results, 

The secret of successful solicitation 
is advertisement by canvassing and the 
education of prospective policyholders 
by word of mouth. 

Circulars are valuable chiefly for the 
instruction and education of the agent, 
and as concrete illustrations to enforce 
personal argument. 


We endeavor to give to our representa- 
tives the best arguments possible in 
concrete and attractive form, and to 
give them all they actually need to cou- 
duct a successful canvass. 


In the old days men found time to 
read circulars, but conditions have 
changed and the consignment to the 
scrap basket of the miscellaneous heap 
of circulars which falls on every man’s 
desk with his morning’s mail has be- 
come the introductory part of the day’s 
business. 

When you send a circular, send your- 
self with it, and use your pocket as a 
post office, so you will get there first. 

s ¢e 


Wherein the insur- 
ance salesman has it 
on salesmen in many 
other lines is shown 
by the National Cas- 
valty, which brings out the following 
points in the “Agents’ Record”: 

The general shortage of nearly 
-verything we need or use justifies the 
belief that a long period of prosperity 
is before us. It seems incredible that 
such conditions can really exist, but all 
one has to do is to go shopping. House- 
hold furniture became a drug during 
the war, but look for something now. 
Make it commonplace, like bedroom, 
dining room or living room furniture. 
They have some old stuff, shop worn, 
and a few odd pieces of good stuff for 
immediate delivery, and some samples 
of really desirable goods upon which 
they will take orders subject to deliv- 
ery when received (4 to 8 months) and 
subject to any rise in price before de- 
livery. The dealers are hopping about 
the country trying to surprise and cap- 
ture a few carloads in the factories. 
Turn to curtains and rugs. Before the 
war all you had to do was to take your 
measurements, pick out your patterns 
and goods were delivered within three 
days. Now you have your choice of a 
mustard yellow, emerald green or tur- 
key red for immediate delivery, but for 
anything desirable the bland salesman 
Says, “Our order has been in for those 
goods for six months and we are ex- 
pecting them every day but, of course, 
I wouldn’t like to promise them and 
disappoint you.” Certainly not. He 
wouldn’t dare to take an order for de- 
livery on a specified date in the future. 
In curtains, some lovely remnants. You 
can get enough to make a pair of cur- 
tains for any windows not more than 
1x3. Turn to boys’ clothing. Four big 
department stores had an average of 
six styles each. Not all sizes and only 
a few all wool. “We are expecting a 
much larger assortment any day,” but 
they know that it is a case of sell what 
they have or pass up the business. Try 
typewriters. They ought to be plenti- 
ful. Perhaps they are, but you can’t 
buy what you want and take them away 
with you. “Earliest possible detivery 
will be four months and the price goes 
up $10 in thirty days.” Pick out a 
an grade automobile and 

A our thousand dollars in 
your pocket. Of course you can buy 
the machine and drive away with it. 


Wherein Insur- 
ance Men Have 
Best of It 


Of course you can not. The chances 
are you will look at the cut instead of 
a sample and go away feeling happy be- 
cause you have been promised a car in 
two months. Keep on digging and you 
will find the same conditions every- 
where except in insurance. What a 
snap for you field men. You have the 
goods. Everything that everybody can 
want and for immediate delivery, and 
with such evidence as we have of pres- 
ent prosperity and future prospects, 
and being in position to make the start- 
ling declaration that you can still de- 
liver your goods at pre-war prices, the 
going ought to be smooth. It certainly 
is for those agents who have gumption 
enough to hustle. 











Actuarial Meeting 
(Continued from page 21) 
the Travelers, contributed a thorough 
paper on aircraft insurance. 

H. C. Carver, professor of mathema- 
tics, University of Michigan, read a 
technical paper on “Graduation of Fre- 
quency Distributions.” 

W. W. Greene, manager of the New 
Jersey Compensation Rating & Inspec- 
tion Bureau, spoke on combining com- 
pensation experience in several states. 

Papers read at the last meeting were 
discussed in the usual manner. 

The new members are: Fellows elect- 
ed withcut examination: Robert Hen 
derson, actuary, Equitable Life; C. FE. 
Morrison, vice-president and general 
manager, Utilities Mutual; Carl Hook- 
stadt, United States Bureau of Labor & 
Statistics. 

Associates, elected without examina- 
tion: T. F. Tarbell, actuary Connecticut 
Insurance Department; J. F. Williams, 
actuary, Tennessee Insurance Depart- 
ment; G. F. Haydon, general manager, 
Wisconsin Compensation Rating & In- 
spection Bureau; S. B. Perkins, casualty 
actuarial department, Travelers Indem- 
nity Company. 

Miss Outwater, of the Service Bu- 
reau, is the first woman member to be- 
come a Fellow by examination. 

The report of the secretary-treasurer 
showed that when the Society was or- 
ganized, five years ago, it had 97 char- 
ter members, who were Fellows. It now 
has 150 Fellows and 50 Associates. 

Following the business meeting the 
members enjoyed a theatre party which 
was substituted for the usual annual 
dinner. 





Mutual Casualty 
Company Publicity 
(Continued from page 21) 
ically as the state funds, and give better 
service in every department. 

Considerable comment was aroused 
by the action of the casualty agents 
at the Louisville convention where a 
resolution was adopted calling upon 
stock insurance companies to protect 
their agencies from the inroads made 
by so-called socialistic mutual forms 
of insurance. A resolution was adopted 
by the mutual casualty companies par- 
aphrasing the stock insurance agents’ 
resolution as follows: 

“Unnecessary loss of life and prop- 
erty by fire, accident and other casu- 
alty, is a menace to the public welfare 
and constitutes an enormous economic 
loss that can by united action be pre- 
vented and mitigated in greate: part; 

“Therefore, be it resolved, That tha 
National Association of Mutual Casu- 
alty Companies institute a campaign of 
education and prevention to the end 
that all preventable loss may he com- 
bated effectively in a spirit of determi- 
nation, and 

“Be it further resolved, That we in- 
vite all other interests both public and 
private to co-operate with us to the 
end that the continued loss of life and 
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AUTOMOBILE INSURANCE covekkce 


20% Reduction of Conference Rates 
Commission 17'4,%—Prompt Settlement of Claims 


MOTOR CAR MUTUAL CASUALTY COMPANY 
MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 


10% additional reduction on Liability and Property Damaye 
rates on commercial trucks driven by owner exclusively. 


No 
BROKERS AND AGENTS’ ACCOUNTS SOLICITED 


direct business written. 














20 Nassau Street Telephone John 5880 New York 
property may be reduced to a minimum It is understood that he will re-enter 
and that all carelessness, waste and ex- the company field a eneral manager 
travagance may be eliminated as fac of an Eastern mutual casualty insur 
tors in the cost of insurance protec ion, “nce company. His resignation will 
and that to accomplish this purpose become effective on January 1 His 
we pledge our hearty co-operation.” successor has not been appointed and 

: : it may, be several weeks before any 
Seeking to Improve Service definite action is taken. 

The governing board will shortly ar- 
range a series of conferences to take 
up the question of still further improv- Service Contracts 
ing the service of mutual casualty com- of of 
panies with regard to the prevention P . -_— 
and curative phases of the problem of Quality Superiority 
industrial accidents. There will also be to to 
conferences on claim service as well as Policy Holders Representatives 


home office mana- 
and actuaries, 22d 


conferences of the 
gers, statisticians 
underwriters. 

The subject of legislation was con- 
sidered, and it was voted to attempt 
the enactment of legislation look:ng to 
the regulation of mutual casualty com- 
panies in the states where laws do not 





NATIONAL 
CASUALTY 
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provide for sufficient or proper super- 
vision. 
naan L. Mallory was_ re-elected THE NATIONAL 


president of the Association, and C. E. 
Morrison, P. W. A. Fitzsimmons, and 
Oscar Rice were elected vice-presi- 
dents. Herman L. Ekern, of Chicago, 
was appointed general counsel. 

John M. Bessey, who has been acting 
as general manager of the Association 
since September 1, 1918, has resigned. 
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F yr-F yter— 


an excellent Christmas Gift 


We have a special offer to make to 
Insurance Agents that will enable 
them to sell thousands of Fyr-Fyters 
for Christmas gifts. 


No gift could be more vitally needed 


—more appreciated—more accept- | 


able. 


And with the special inducement 
that we have to offer you can take 
orders for Fyr-Fyters from practi- 
cally every customer. 


Write or wire at once for the details 
of this Christmas special. 


THE FYR-FYTER COMPANY, 
DAYTON, OHIO. 
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The most effective advertis- 
The Use ing that an agent of a com- 
of pany can obtain is along the 
Circulars old road by which a man 
gets business—personal so- 

licitation, says the Travelers. 

Do not depend upon circulars to ad- 
vertise the Company or yourself. So- 
licitation by circulars yields a minimum 
ef results, 

The secret of successful solicitation 
is advertisement by canvassing and the 
education of prospective policyholders 
by word of mouth. 

Circulars are valuable chiefly for the 
instruction and education of the agent, 
and as concrete illustrations to enforce 
personal argument. 

We endeavor to give to our representa- 
tives the best arguments possible in 
concrete and attractive form, and to 
give them all they actually need to cou- 
duct a successful canvass. 

In the old days men found time to 
read circulars, but conditions have 
changed and the consignment to the 
scrap basket of the miscellaneous heap 
of circulars which falls on every man’s 
desk with his morning’s mail has be- 
come the s.troductory part of the day’s 
business. 

When you send a circular, send your- 
self with it, and use your pocket as a 
post office, so you will get there first. 

see 


Wherein the insur- 
ance salesman has it 
on salesmen in many 


Wherein Insur- 
ance Men Have 


Best of It other lines is shown 
by the National Cas- 
valty, which brings out the following 


points in the “Agents’ Record”: 

The general shortage of nearly 
-verything we need or use justifies the 
belief that a long period of prosperity 
is before us. It seems incredible that 
such conditions can really exist, but all 
one has to do is to go shopping. House- 
hold furniture became a drug during 
the war, but look for something now. 
Make it commonplace, like bedroom, 
dining room or living room furniture. 
They have some old stuff, shop worn, 
and a few odd pieces of good stuff for 
immediate delivery, and some samples 
of really desirable goods upon which 
they will take orders subject to deliv- 
ery when received (4 to 8 months) and 
subject to any rise in price before de- 
livery. The dealers are hopping about 
the country trying to surprise and cap- 
ture a few carloads in the factories. 
Turn to curtains and rugs. Before the 
war all you had to do was to take your 
measurements, pick out your patterns 
and goods were delivered within three 
days. Now you have your choice of a 
mustard yellow, emerald green or tur- 
key red for immediate delivery, but for 
anything desirable the bland salesman 
Says, “Our order has been in for those 
goods for six months and we are ex- 
pecting them every day but, of course, 
I wouldn’t like to promise them and 
disappoint you.” Certainly not. He 
wouldn’t dare to take an order for de- 
livery on a specified date in the future. 
In curtains, some lovely remnants. You 
can get enough to make a pair of cur- 
tains for any windows not more than 
1x3. Turn to boys’ clothing. Four big 
department stores had an average of 
six styles each. Not all sizes and only 
a few all wool. “We are expecting a 
much larger assortment any day,” but 
they know that it is a case of sell what 
they have or pass up the business. Try 
typewriters. They ought to be plenti- 
ful. Perhaps they are, but you can’t 
buy what you want and take them away 
with you. “Earliest possible detivery 
will be four months and the price goes 
up $10 in thirty days.” Pick out a 
standard high grade automobile and 
Slip three or four thousand dollars in 
your pocket. Of course you can buy 
the machine and drive away with it. 


Of course you can not. The chances 
are you will look at the-cut instead of 
@ sample and go away feeling happy be- 
cause you have been promised a car in 
two months. Keep on digging and you 
will find the same conditions every- 
where except in insurance. What a 
snap for you field men. You have the 
goods. Everything that everybody can 
want and for immediate delivery, and 
with such evidence as we have of pres- 
ent prosperity and future prospects, 
and being in position to make the start- 
ling declaration that you can still de- 
liver your goods at pre-war prices, the 
going ought to be smooth. It certainly 
is for those agents who have gumption 
enough to hustle. 
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Actuarial Meeting 
(Continued from page 21) 
the Travelers, contributed a thorough 
paper on aircraft insurance. 

H. C. Carver, professor of mathema- 
tics, University of Michigan, read a 
technical paper on “Graduation of Fre- 
quency Distributions.” 

W. W. Greene, manager of the New 
Jersey Compensation Rating & Inspec- 
tion Bureau, spoke on combining com- 
pensation experience in several states. 

Papers read at the last meeting were 
discussed in the usual manner. 

The new members are: Fellows elect- 
ed without examination: Robert Hen 
derson, actuary, Equitable Life; C. E. 
Morrison, vice-president and general 
manager, Utilities Mutual; Carl Hook- 
stadt, United States Bureau of Labor & 
Statistics. 

Associates, elected without examina- 
tion: T. F. Tarbell, actuary Connecticut 
Insurance Department; J. F. Williams, 
actuary, Tennessee Insurance DVepart- 
ment; G. F. Haydon, general manager, 
Wisconsin Compensation Rating & In- 
spection Bureau; S. B. Perkins, casualty 
actuarial department, Travelers Indem- 
nity Company. 

Miss Outwater, of the Service Bu- 
reau, is the first woman member to be- 
come a Fellow by examination. 

The report of the secretary-treasurer 
showed that when the Society was or- 
ganized, five years ago, it had 97 char- 
ter members, who were Fellows. It now 
has 150 Fellows and 50 Associates. 

Following the business meeting the 
members enjoyed a theatre party which 
was substituted for the usual annual 
dinner. 








Mutual Casualty 
Company Publicity 
(Continued from page 21) 


ically as the state funds, and give better 
service in every department. 

Considerable comment was aroused 
by the action of the casualty agents 
at the Louisville convention where a 
resolution was adopted calling upon 
stock insurance companies to protect 
their agencies from the inroads made 
by so-called socialistic mutual forms 
of insurance. A resolution was adopted 
by the mutual casualty companies par- 
aphrasing the stock insurance agents’ 
resolution as follows: 

“Unnecessary loss of life and prop- 
erty by fire, accident and other casu- 
alty, is a menace to the public welfare 
and constitutes an enormous economic 
loss that can by united action be pre- 
vented and mitigated in greate: part; 

“Therefore, be it resolved, That tha 
National Association of Mutual Casu- 
alty Companies institute a campaign of 
education and prevention to the end 
that all preventable loss may he com- 
bated effectively in a spirit of determi- 
nation, and 

“Be it further resolved, That we in- 
vite all other interests both public and 
private to co-operate with us to the 
end that the continued loss of life and 
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AUTOMOBILE INSURANCE coVikkce 


20% Reduction of Conference Rates 
Commission 1714,%—Prompt Settlement of Claims 


MOTOR CAR MUTUAL CASUALTY COMPANY 
MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 


10% additional reduction on Liability and Property Damage 
rates on commercial trucks driven by owner exclusively. 


No direct business 


BROKERS AND AGENTS’ ACCOUNTS SOLICITED 


written. 











20 Nassau Street Telephone John 5880 New York 
property may be reduced to a minimum It is understood that he will re-enter 
and that all carelessness, waste and ex- the company field a eneral manager 
travagance may be eliminated as fac- of an Eastern mutual casualty insur 
tors in the cost of insurance protec ion, &“nce company. His resignation will 
and that to accomplish this purpose become effective on January 1 His 
we pledge our hearty co-operation.” successor has not been appointed and 

‘ . it may be several weeks before any 
Seeking to Improve Service definite action is taken. 

The governing board will shortly ar- 
range a series of conferences to take 
up the question of still further improv- Service Contracts 
ing the service of mutual casualty com- of of 
panies with regard to the prevention P - oe 
and curative phases of the problem of Quality Superiority 
industrial accidents. There will also be to to 
conferences on claim service as well as Policy Holders Representatives 


home office 
and actuaries, 


mana- 
aad 


conferences of the 
gers, statisticians 
underwriters. 

The subject of legislation was con- 
sidered, and it was voted to attempt 
the enactment of legislation look:ng to 
the regulation of mutual casualty com 
panies in the states where laws do not 
provide for sufficient or proper super 
vision. 

George LL. Mallory was re-elected 
president of the Association, and C. E 


Morrison, P. W. A. Fitzsimmons, and 
Oscar Rice were elected  vice-presi- 
dents. Herman L. Ekern, of Chicago, 


was appointed general counsel 

John M. Bessey, who has been acting 
as general manager of the Association 
since September 1, 1918, has resigned 
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Fyr-Fyter— 


an excellent Christmas Gift 


We have a special offer to make to 
Insurance Agents that will enable 
them to sell thousands of Fyr-Fyters 
for Christmas gifts. 


No gift could be more vitally needed 
—more appreciated—more accept- 


able. 


And with the special inducement 
that we have to offer you can take 


orders for Fyr-Fyters from practi- 


cally every customer. 


Write or wire at once for the details 
of this Christmas special. 


THE FYR-FYTER COMPANY, 
DAYTON, OHIO. 
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